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The secret of Jefferson Super-Lag perform- 
ance lies in the lag plate which is a part of 
the Super-Lag link. This plate retards the 
normal fuse action, provides a time interval 
orlag. This time-lag prevents the fuse from 
blowing on harmless temporary overloads 
saves needless shutdowns and link replace- 
ments. 


JEFFERSON Super-Lag Fuses 
Eliminate Needless Motor Shutdowns 


Your customers must pay men whether they are busy 
or ‘stopped. Unnecessary blowing of fuses on motor 
circuits causes delays that mean lost production. . . . 
You can increase your fuse sales by explaining how 
Jefferson Super-Lag Fuses prevent losses. 


Jefferson Super-Lag Renewable Fuses provide re- 
liable, accurate protection—riding over harmless, 
momentary surges — operating positively on ex- 
tended, dangerous overloads. There is no better 
protection for electrical equipment and property — 
and against payroll loss for STOPPED TIME. There 
is no better way to increase your fuse sales than 
pushing Jefferson Super-Lag Renewable Fuses. 


Made in all capacities — knife-blade and ferrule 


types. 
Fuse Chart—FREE 


A handy guide to selection of proper size fuses at a glance, for 
the adequate protection of motors. Ask for Fuse Chart No. 19 
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Bellwood (Suburb of Chicago) Illinois 


Canadian Factory: 535 College St., Toronto 
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blowing on harmless temporary overloads 
saves needless shutdowns and link replace- 
ments. 
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and against payroll loss for STOPPED TIME. There 
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...A CHARACTERISTIC OF SQUARE D 
POWER DISTRIBUTION EQUIPMENT 





Square D Saflex Panels are ex- 
cellent in design and appearance. 
They are designed for both power 
and light distribution. 























@ The industrial plant equipped with SQUARE-Duct and Saflex 
Panelboards has no problem when changing production schedules 
requires a relocation of machines. 

Saflex Panelboard units are interchangeable —in fact, the units 
themselves are convertible to different fuse spacings within limits. 
For instance, a 30-ampere unit can be quickly changed to accommo- 
date 100-ampere fuses in 250-volt ratings; 200-ampere units can be 
changed to 100-ampere, and so on. 

And with SQUARE-Duct—the rigid suspension method for wiring, 
used in conjunction with Saflex Panelboards—the changing of circuits 
is doubly easy. Knockouts every three inches along the entire system 
makes it possible to feed machines through short runs of conduit, 
without waste or salvage. SQUARE-Duct is available in one, two 
and five-foot lengths with standard fittings to meet every kind cf 
building or electrical requirement. See that your contractors and industrial customers are supplied with 

copies of Bulletins CA-502a and CA-505 describing SQUARE-Duct and 
Saflex Panelboards. If you haven't copies of these bulletins now, re- 
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convention in Chicago last month over the de- 

cline in gross profit rates in the face of an in- 
creasing volume of sales. The situation appears to be 
peculiar to the electrical supply trade and is most acute 
along the Atlantic seaboard from Baltimore to Boston, 
where an increasing number of incompetent and under- 
financed concerns, calling themselves wholesalers, are 
existing on a brokerage business, utilizing manufac- 
turers’ local stocks. New York was described as the 
cesspool of the present unstable market, due largely to 
the concentration of Federal buying there, and to ridic- 
ulously low bids by these would-be wholesalers, who 
secure orders at prices far below the normal market 
and then shop around for a manufacturer willing to 
fill them. 

The situation, however, is rapidly becoming national. 
A combination wholesaler in the Middle West reported 
that both his sales and gross profits were well ahead 
of last year in his hardware, automotive and plumbing 
divisions. Only his electrical department showed a de- 
clining profit rate. This operator placed the blame on 
the prevalence of consigned stocks in the electrical 
trade, whereas such stocks are the exception in the other 
fields served by his house. He estimated that existing 
stocks of conduit in wholesalers’ warehouses would be 
reduced 70 per cent if the wholesalers were required to 
purchase these stocks outright. In his opinion, the pres- 
sure of these excessive stocks seeking a market explains 
why electrical conduit is selling for less than merchant 
pipe. 

Consigned stocks came in for considerable discussion 
at Chicago, especially in connection with the conduit 
committee’s report. Chairman Eiseman pointed out 
that today it is too easy to enter the electrical whole- 
saling business; that something must be done to curb 
the influx of incapable wholesalers. He recalled that 25 


( ; RAVE concern was expressed at the NEWA 
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Consigned Stocks 


years ago wholesalers bought their conduit outright and 
enjoyed a stable market. The crux of a real business, 
he told the convention, was a real investment which 
gives to the proprietors a feeling of responsibility both 
to their own business and to the manufacturer. 

Elimination of consigned stocks, not only of conduit, 
but of wire, cable and other staple items, would mate- 
rially reduce existing overstocks and relieve the tremen- 
dous investment burden now imposed on the manufac- 
turers. It would also compel the parasite type of 
wholesaler to depend for his existence upon manufac- 
.urers’ local stocks. If, as we suggested last month, an 
adequate differential were added to all shipments from 
local stocks, or if these stocks were abolished, only the 
legitimate wholesaler would survive and profit rates 
should again approach a normal level. 


HILE the larger manufacturers, with well-estab- 

lished wholesale connections, would suffer no seri- 
ous loss of distribution by the elimination of consigned 
stocks, the smaller manufacturers who are now in many 
cases consigning to under-financed outlets, would stand 
to lose much of their distribution, unless the responsible 
type of wholesaler recognized that they were entitled 
to their portion of the market and accorded them a fair 
share of his business. 

The responsibility for maintaining stocks adequate 
to serve the local market would also fall upon the 
wholesaler, but, by according due respect to the resale 
schedules suggested by the manufacturers, he would 
have an opportunity to stabilize his market and to earn 
a fair profit upon his inventory. 


a 1. Maw ubeenshi 


EDITOR 
































QUALITY! 


PROFIT! 
TURNOVER! 


The complete General Electric Hot- 
point Appliance Line offers to our 
Distributors and their customers three 
of the leading essentials of successful 


merchandising. 


Appliances of outstanding quality, 
competitively priced, give Distributors 
the confidence that they are offering 
their customers real value for every 
dollar expended. 

* * % 


A full and adequate margin of prof- 
it to which a Distributor is legitimate- 
ly entitled, is assured with the sale of 
every General Electric Hotpoint Ap- 
pliance. 

* % * 

Acknowledged public acceptance of 
General Electric Hotpoint Irons over 
a period of thirty years has created in 
the public mind a feeling of confidence 
in other General Electric Hotpoint Ap- 
pliances. The undeniable result is 
rapid turnover for both distributors 
and retailers. 

* * * 

Add to these three leading essentials 

the fact that General Electric Hotpoint 


Appliances have been Nationally Ad- 
vertised over a period of twenty-five 
years; that continued new develop- 
ments are brought regularly to the at- 
tention of retailers, through trade 
paper advertising and direct mailings; 
that every General Electric Hotpoint 
Appliance is guaranteed as mechani- 
cally and electrically perfect; that a 
group of strategically located Factory 
Branch Service Stations. provide 
prompt servicing for General Electric 
Hotpoint Appliances. Is it not evident 
that the confidence of cistributors, re- 
tailers and the public alike in this com- 
plete General Electric Hotpoint Ap- 
pliance Line is justified? 

* * * 


Distributors’ salesmen welcome the 
opportunity to provide their customers 
with this guaranteed, high-quality line, 
which creates and cements a feeling of 
lasting good will. 


By actively promoting the sale of 
the General Electric Hotpoint Line, 
you will be assured a substantial por- 
tion of the new and greater prosperity 
which is upon us. 





GENERAL eB ELECTRIC 


THotfcing 


MIXERS IRONS URN SETS PERCOLATORS 
COFFEE MAKERS CHAFING DISHES HEATERS 
COOKERS TOASTERS BUFFET SERVICES 
WAFFLE IRONS HEATING PADS CURLING IRONS 
HOTPLATES DISC STOVES SOLDERING IRONS 


IMMERSION HEATERS 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 
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Highlights of the Convention 


Adequate margins and better markets major objectives of 


conferences with manufacturers. 


Business development, 


FHA, and Social Security Act discussed. Spring convention 


may be revived in 1936. Eiseman reelected chairman 


EARLY 300 manufacturers 
N axa wholesalers gathered at 

the Drake Hotel, Chicago, 
during the week of October 14 to 
attend the strictly business conven- 
tion of the National Electrical 
Wholesalers Association. 

Activities started on Monday with 
morning and afternoon sessions of 
the executive committee at which 
routine matters were disposed of, 
and the desirability of again hold- 
ing two conventions a year dis- 
cussed. There was considerable 
sentiment in favor of a spring meet- 
ing next year, either at Hot Springs 
or one of the larger cities, because 
many wholesalers can get away for 
an entire week more easily in the 
spring than in the fall. The sub- 
ject was tabled, however, until the 
next meeting of the executive com- 
mittee, which will probably be held 
in January. 

As in previous years, the work of 
the various commodity committees 
was the most important feature of 
the convention, two full days being 
set aside for their discussions. At 
a general meeting of these 17 com- 
mittees, held Tuesday morning, it 
was suggested that it be recom- 
mended to all manufacturers that 
they issue resale sheets, also that 
all price changes become effective at 


midnight on the day of their pub- 
lication. 

Following all-day sessions on 
Tuesday, these committees met with 
the manufacturers on Wednesday. 
The results of these conferences 
were reported to the membership at 
the general convention sessions on 
Thursday and Friday and these re- 
ports, as approved by Judge Acker- 
ly, NEWA’s counsel, appear else- 
where in this issue. 

The first general session on 
Thursday morning was called to or- 
der by Chairman Fred Eiseman, who 
briefly reviewed the work before 
the convention and discussed the 
more important problems facing the 
electrical wholesaling trade. An 
abstract of his remarks will be 
found on page seven. . 

The highlight of the convention 
was unquestionably the address by 
A. O. Eberhart, former governor 
of Minnesota, and now star spell- 
binder for FHA. In an extempor- 
aneous talk that sparkled with wit, 
humor and pathos, he presented the 
objectives and methods of the Fed- 
eral Housing Administration, de- 
scribing it as an effort to transfer 
relief rolls to payrolls without cost 
to the taxpayer. The entire con- 
vention spontaneously rose to its 
feet as it applauded Mr. Eberhardt. 


The next speaker at the Thurs- 
day morning session was Charles 
Schwartzbaugh, chairman of the 
Business Development Committee 
of NEMA. NEMA, he reported, 
had definitely gone commercial, no 
less than 12 of its commodity sec- 
tions having already set up business 
development programs. 

Local electric leagties, Mr. 
Schwartzbaugh said, represent the 
nucleus around which manufac- 
turers and wholesalers can build 
their programs. League managers 
have recently formed a_ national 
council for the purpose of coordi- 
nating their activities. 

A separate business development 
department has been created by 
NEMA, in charge of O. C. Small, 
and Mr. Schwartzbaugh suggested 
to the wholesalers the possible ad- 
visability of setting up a similar 
department in NEWA, to be headed 
by a staff of men whose only ob- 
jective would be to work out plans 
for developing more business for 
the wholesaler and for selling the 
value of the wholesaler’s services to 
both the industry and the consumer. 


UDGE Dana T. Ackerly was 

called upon to discuss the So- 
cial Security Act and advised that he 
believed it would be upheld as consti- 
tutional by a divided court. Answers 
to many specific applications and 
problems must come after regula- 
tions are prepared and published by 
the government, he pointed out. 

Unlike FHA, participation is not 
voluntary because this type of in- 



































































surance must, of necessity, be com- 
pulsory. The Act provides that old 
age benefits shall be paid by the 
Federal Government, but not unem- 
ployment benefits. 

The employer is allowed a credit 
of 90 per cent of payments made 
by him to state unemployment 
funds, provided that the state law 
provides restriction similar to that 
of the famous section 7-A of the 
Recovery Act, and provided that the 
state law is generally satisfactory 
to the Federal government. Eight 
or nine states have already enacted 
unemployment laws, and Judge Ac- 
kerly stated that, in many others, 
special sessions of the legislatures 
will probably be called for this pur- 
pose in 1936. 

Thursday afternoon was given 
over to the reading and discussion 
of the commodity committee re- 
ports following which a meeting of 
the entire electrical wholesaling 
trade was called to order by Man- 
aging Director Tolles, to elect a 
permanent committee to administer 
the Federal Trade Practice Rules 
for this industry. The personnel 
of this committee is reported on 
page 13. 

Ross Hartley, chairman of the 
Pacific Division of NEWA, pre- 
sented several suggestions for re- 
vision of these rules as endorsed by 
his division. These included listing 
of over stocks, sub-bidding, delivery 
beyond metropolitan areas, sales be- 
low cost, consignment, acceptance 
of returned goods and discounts for 
cash. 

These suggestions were referred 
to the newly elected committee for 
study and for presentation to the 
Federal Trade Commission to deter- 
mine which, if any, of the pro- 
posed revisions and additions the 
commission would be willing to ap- 
prove, should they be adopted by 
the industry at a later meeting. 

On Friday morning the reading 
and discussion of the commodity 
committees’ reports was completed 











and the results of the previous day’s 
caucuses to fill vacancies on the As- 
sociation’s executive committee were 
announced. 

In the Atlantic Division, H. H. 
Tulley, Doubleday Hill Electric Co., 
Pittsburgh, was elected to succeed 
C. H. McCullough, while W. L. 
Perry, Perry-Mann Electric Co., 
Columbia, S. C., was reelected. 

Members from the Central Divi- 
sion elected L. W. Korsmeyer, The 
Korsmeyer Co., Lincoln, Neb., and 
L. E. Reid, American Electric Co., 
St. Joseph, Mo. 

Necessary changes in the by-laws 
were adopted to return them to the 
pre-NRA status. The membership 
requirements were again restricted 
and very definite limits prescribed. 
These, however, may be waived in 
special cases by the executive com- 
mittee. The “special” memberships, 
necessary under NRA, were abol- 
ished, but with the provision that 
present members of this class be al- 
lowed to continue on this basis. The 
complete text of this section of the 
by-laws, as revised at Chicago, will 
be found on page 14. 

E. T. Rowland, editor of ELrc- 
TRICAL WHOLESALING, was called 
upon to report on a conference with 
the Census Bureau, recently held 
in Philadelphia, to determine the 
wholesale schedules to be used in the 
Census of Business to be taken next 
year. Mr. Rowland reported that 
the delegates, representing the prin- 
cipal wholesaling trades, were able 
to effect important changes in the 
schedules pertaining to operating 
costs and commodity classifications 
which assure electrical wholesalers 
of much valuable and practical in- 
formation when the new census is 
completed the latter part of next 
year. 

Following the adjournment of the 
convention on Friday noon, the ex- 
ecutive committee met and reelected 
Fred R. Eiseman, Revere Electric 
Co., Chicago, as chairman for the 
coming year. 













1. Ed Kelsky, Keps Electric Co., Pittsburgh; J. E. Mair and W. L. Geuder, 
Crescent Electric Sales Co.; E. L. Robinson, Crescent Insulated Wire & Cable 
Co., George C. Richards. 

2. S. Riche, guest; G. V. Weir, managing director, Eastern Electrical Whole- 
salers Association; Henry J. Baitinger, Baitinger Electric Co., New York City. 
3. Harry Harper, Los Angeles; George Heyer, New York; Bob Riley, Dallas; 
J. H. Gleason, Chicago—all of the Graybar Electric Co. 

4. W. A. Craveson, General Cable Co., Detroit; H. B. Tompkins, General Cable 
Co.; A. J. Millington, Jr., General Electric Supply Corp., Chicago. 

5. At Square D headquarters: N. O. Driscoll, J. P. Bosk, J. R. Patterson, G. S. 
Blomgren. 
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“Volume Alone Is Not Sufficient” 


Chairman Eiseman, in his opening address, urges members 


to study their operating costs and to devote sales efforts to 


those lines which show a fair and adequate margin of profit 


E sometimes hear doubts ex- 
W iresset as to the value of 

national organizations of this 
kind, but we all must agree that 
fundamentally the idea of an asso- 
ciation of competitors in this indus- 
try must be sound, must be practical, 
and the Association must have been 
successful in its efforts or it never 
would have continuously existed 
substantially in the same form as it 
was organized by the pioneers in the 
industry back in the days when 
McKinley was president. 

I for my part and you for yours 
will gladly pledge our best efforts to 
carry on with every confidence in its 
future. 

When we were in Convention at 
Detroit last year much of our time 
was taken up in admiration of our 
new two-months-old baby, the Code. 
Refreshing our memory by reading 
minutes of this convention, we find 
that there were great expectations 
that this new device would assist us 
in solving many of our age old prob- 
lems. Unfortunately, at the prema- 
ture age of only eight months this 
baby of ours passed to its reward 
on June 16 of this year. In fact, 
wise men in Washington declared 
that it had never really had any legal 
existence. Our industry in company 
with many others similarly bereaved 
passed through a period of mourn- 
ing that was more or less uncom- 
fortable and confusing. The man- 
made economic laws which had been 
attempted in an effort to regulate 
and control business and promote 
fair competition were scrapped and 
we again found ourselves face to 
face with the old stark problems of 
unfair competition with every ves- 
tige of camouflage removed. 

Fortunately we had a perfectly 
legitimate child, born in 1932—the 
Trade Practice Code approved and 
accepted by the Federal Trade Com- 
mission—and to this our industry 





Fred R. Eiseman 


turned. During this week a Perma- 
nent Committee on Trade Practices 
will be elected and the administra- 
tion of the Trade Practice Rules 
through the Federal Trade Com- 
mission will then be ready to func- 
tion in formal fashion. 


ROM available statistics it ap- 
pears that the wholesalers, gener- 
ally speaking, have enjoyed a sub- 
stantial increase in sales this year 
compared with the like period of 
1934, and we are hopeful that the 
present increase in volume will be 
continued for some time to come. 
While this better condition is very 
gratifying to us in showing that we 
are emerging from the lean years of 
the depression, it is quite apparent 
that we will not reach the conditions 
which we all desire until we have a 
return of normal building operations 
and improvement in the general 
business of what is commonly 
termed—“capital lines.” But, vol- 
ume alone is not sufficient to enable 
us to operate on a satisfactory basis. 
The wholesaler’s concern is in the 
net profits that he can realize. This 
means that each one of us must care- 
fully analyze his own operating 
costs, and in doing so we must real- 
ize we have big national, state and 
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local debts, and the cost of govern- 
ment seems to be continually mount- 
ing. These bills, directly or indi- 
rectly, must be paid by industry, 
and our share of this expense will 
be shown in our operating costs, 
whether we like it or not. 

As we view the prospects of a 
greater volume of business, we owe 
it to ourselves, to the manufactur- 
ers, and to the consumers of the 
country to promptly, efficiently and 
economically perform the distribu- 
tion service which we render so that 
this great distribution volume shall 
flow through the substantial type of 
wholesalers as represented by the 
members of this association. 

We must seek to develop business 
through new outlets and to mer- 
chandise the highest quality of 
equipment. To do this effectively, 
manpower and intelligent salesman- 
ship is required. All this costs 
money and, when we consider the 
expense we must bear, it naturally 
follows that our sales efforts must 
be put on the lines that show us 
an adequate and a fair margin of 
profit. 

We are all pleased to know that 
many manufacturers cooperate with 
us loyally. They recognize our eco- 
nomic problems and our cost of do- 
ing a constructive sales job on their 
lines. In their sales policies they 
recognize the service that we render 
to them and to the public, and the 
necessity for a fair return for 
that service. Electrical wholesalers 
should give enthusiastic support to 
such manufacturers so that they will 
continue such cooperation. 

The manufacturer and the whole- 
saler have mutual distribution prob- 
lems. Each has his duties and his 
obligations. By working harmon- 
iously, wholesalers can see to it that 
the better volume of business now 
available is handled under condi- 
tions that will make us all happy. 


“1 











































































































Committee Reports Discuss 
Margins and Markets 


Complete texts of the reports presented to the con- 


vention by the various commodity committees fol- 


lowing their 


Fan Committee Stymied; 
Policies Set for 1936 


“After discussing problems concern- 
ing the fan business, the committee was 
informed that the fan manufacturers 
could not meet with us and that policies 
for 1936 had already been adopted by 
the manufacturers. 

“The committee recommends _ that 
next year the NEWA’s fan committee 
meet prior to the NEMA fan meeting, 
so that its recommendations may be 
sent to the manufacturers in time to be 
considered.” 

Discussion: Chairman Eiseman re- 
viewed the confusing situation arising 
from the varying conditions existing in 
different sections of the country. He 
stated that, while fans are a very im- 
portant line to the wholesaler, the 
present policies of the fan manufac- 
turers are not satisfactory to their dis- 
tributors. 


Residential Lighting Committee 
Favors Higher Standards 


“The committee, after considerable 
discussion, decided that for the health 
of the lighting fixture industry a recom- 
mendation be made that a wholesaler 
policy is most economical and satisfac- 
tory for the manufacturer as well as for 
the trade and the user, and that manu- 
facturers and wholesalers cooperate to 
create a better quality standard in the 
lighting fixture industry.” 

Discussion: It was generally agreed 





Appliance Report 


Probably the most comprehen- 
sive report presented to the con- 
vention was that of the appliance 
committee. Rather than attempt 
to summarize this valuable report 
in this month’s issue, it will be 
published in full in Electrical 
Wholesaling for December. 





report that a general wholesaler policy 
on this line was most desirable, and that 
each wholesaler, individually, should 
work with his supplying manufacturer to 
this end. 


Wires and Cable Committee 
Seeks Better Margins 


Upon the advice of counsel, the fol- 
lowing report was presented by this 
committee : 

“Prevailing trade conditions were 
discussed and your committee recom- 
mends that each manufacturer consider 
the advisability of providing more ade- 
quate compensation for the expenses and 
services rendered by the wholesale dis- 
tributor of the various kinds of wire 
and cable.” 

Discussion: Mr. Drury, as chairman 
of this committee, emphasized that it 
was the wholesaler’s responsibility to 
keep for himself the margin now pro- 


conferences with manufacturers 


Conduit Committee Condemns 
Local Warehouse Stocks 


“Your committee recommended con- 
tinuing the present consigned stock 
method of distribution, but recom- 
mended the discontinuance of manufac- 
turers’ local warehouse stocks. 

“We further recommended that con- 
duit cards contain only two columns, 
one, carload and the other, less carload 
—the less carload column to be suffi- 
ciently higher than the carload to cover 
increased cost of handling. 

“The question of standardizing on 
galvanized finish was discussed. The 
previous report of your committee esti- 
mated total of the conduit business was 
70% galvanized. Today it is estimated 
at only 60%. In view of these per- 
centages, we do not believe the manu- 
facture of black conduit can be discon- 
tinued at this time. 

“Your committee believes that, in 
view of the progress made in the in- 
terests of this major commodity, more 
frequent meetings should be held dur- 
ing the year at the discretion of the 
chairman.” 


Flashlight & Battery Committee 
Finds Line Profitable 


“Your committee recommends to the 
membership more serious consideration 
of the flashlight and battery line as a 
desirable line from both a volume and 
profit standpoint. Apparent indiffer- 
ence has resulted in other wholesalers, 





by the members who commented on this vided him by the manufacturer. 


particularly hardware, obtaining a 





6. Refrigeration Committee: E. M. Graham; L. E. Latham, 
chairman; D. H. O’Brien; W. H. Hall, J. H. Fischer. 

7. Flashlights and Batteries Committee: A. E. Loeb, L. W. 
Korsmeyer, S. Bordman, chairman; J. M. Spangler, H. S. 
Schott. 

8. N. B. Hickox, Curtis Lighting Inc., J. G. Johannesen, Gen- 
eral Electric Supply Corp., Bridgeport; W. R. Herstein, for- 
merly with General Electric Supply Corp.; J. C. Dallam, 
General Electric Co., Bridgeport; W. H. Colman, General 
Electric Co., Chicago. 

9. A. R. Coward, Steel & Tubes, Inc., Kansas City; Gene 
Ball, Commonwealth Edison Co., Chicago; George Butler, 
Steel & Tubes, Inc., Chicago; A. W. Schwind, Steel & Tubes, 
Inc., Milwaukee. 

10. Nat Bremner, Amber Electrical Supply Co., Chicago. 
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11. Henry J. Baitinger, Baitinger Electric Co., New York 
City; Gordon N. Lewis, rubber division, Jenkins Bros., 
Bridgeport. 

12. Ross Hartley, Electric Corp., Los Angeles, chairman, 
Pacific Division of NEWA. 

13. Lamp Committee: W. I. Bickford, E. J. Coyle, Sam 
Rosenthal, R. L. Simon, chairman; E. A. Hawkins, H. I. 
Sackett. 

14. Outside Construction Materials Committee: R. W. 
Siemund, G. F. Hessler, chairman; L. A. Bodkin. 

15. P. G. Gullett and H. E. Hartman, Indiana Steel & 
Wire Co. 

16. Wiring Devices Committee: H. D. Roseth, chairman; 
H. C. Calahan, S. Bordman. 
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larger portion of the available business 
than they enjoyed in former years. 

“Your committee recommends that 
any change in price should be published 
effective at midnight of the day of 
change without any advance notice. 

“In the opinion of your committee, an 
effort should be made to contact other 
organizations in an effort to have all 
battery manufacturers attend our ses- 
sions.” 


Industrial Lighting Committee 
Discusses Markets 


“Consideration was given by the in- 
dustrial and commercial lighting com- 
mittee to the following: 

“CARTON LABEL INDICATION—AIl re- 
flector manufacturers should follow the 
practice of adding a label to the carton 
that will state the code numbers of re- 
lated apparatus with which such reflec- 
tors can be used. 

“FLOODLIGHTING—One of the fields 
which gives promise of considerable 
growth during the next year is the 
night-lighting of sports, especially foot- 
ball, soft-ball, tennis and _ horse-shoe. 
These and other sports have been suc- 
cessfully lighted in every part of the 
country, extending the hours in which 
men and women employed during the 
day may find healthful recreation. As 
a result, a great deal of interest on the 
part of recreation officials and of the 
public has been created and considera- 
tion to the lighting of many additional 
fields is being given at this time. 

“Mercury Vapor Licutinc—The 
new high intensity mercury vapor lamp 
has been made available recently to all 
Mazda “B” agents. Sales to agents are 
on a consigned basis. 

“A 400 watt mercury lamp produces 
an intensity equivalent to that of a 750 
watt incandescent lamp. This means 
more light for the same cost of current. 

“An average outlet will sell for up- 
ward of $30 list. 

“This opens up a new field for the 
wholesaler. 

“LUMILINE Licgutinc—The lumiline 
lamp is now in regular factory produc- 
tion and is available to Mazda “B” 
agents. This lends itself to a new type 
of artistic commercial lighting that is 
greatly welcomed by the architects. We 
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17. J. H. Fall III, Benjamin Electric Co., Chicago; John M. Newton, Oakes Elec- 


trical Supply Co., Holyoke, Mass. 


18. Mr. and Mrs. H. F. Reichardt, Reichardt Electric Co., Houston, Tex. 
19. Thomas Farrell and Frank Argast, Hatfield Electric Supply Co., Indianapolis. 





predict a great future for this new type 
of lighting. 

“MARKET DEVELOPMENT — Special 
mention should be made of the co- 
operative sales drive on industrial light- 
ing, sponsored by local electrical leagues 
and electric light and power companies 
with the assistance of the Edison Elec- 
tric Institute and the cooperating reflec- 
tor manufacturers. This has resulted 
in greatly increased selling and promo- 
tion effort by every branch of the elec- 
trical industry wherever such activities 
have been conducted, and the story of 
“Better Light—Better Sight’ is being 
carried successfully into every indus- 
trial plant, resulting in the moderniza- 
tion of an increasing number of obso- 
lete lighting installations. 

“Notice oF Prick CHANGES—Your 
committee approves of recommending to 
manufacturers that any price changes 
published become effective at midnight 
of the day of the change without any ad- 
vance notice.” 

Discussion: Mr. Hawkins, chairman 
of this committee, urged that all mem- 
bers, and their salesmen, carefully read 
the article entitled “Now Wholesalers 
Can Sell Mercury Vapor Lighting,” 
which appeared in Electrical Wholesal- 
ing for October. 


Apparatus Committee Recom- 
mends Twenty Per Cent Margin 


“Your committee recommends that, to 
cover necessary cost of distributor’s 
services, the manufacturer should pro- 
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vide at least 20% margin for those cus- 
tomers maintaining an engineering de- 
partment competent to properly survey 
jobs and write up specifications. 

“We recommend that a more simpli- 
fied schedule of discounts be arranged 
covering the resale of motors. The 
present schedule is too long extended 
and not comprehensive enough. 

“We again suggest that wholesalers 
who contemplate handling these com- 
modities do so only after setting up a 
staff competent to properly understand 
the requirements and specifications.” 


Armored Conductor Committee 
Favors Two-Step Resale 


“Your committee recommends: 

“1. There should be a fair price 
quoted by manufacturers to all whole- 
salers and no discrimination or fa- 
voritism shown to wholesale buyers in 
any market. 

“2. It is our recommendation that 
each manufacturer’s price to his whole- 
salers be on a zone basis with the same 
price applying to all of his wholesalers 
in a zone to avoid unfair price dis- 
crimination. 

“3. It is recommended that each 
manufacturer publish his suggested re- 
sale prices but that these prices be f.o.b. 
wholesale distributing points only. 

“We recommend that the manufac- 
turer in determining his recommended 
resale price, take into consideration the 
fact that 14/2 and 14/3 armored con- 
ductors represent fast moving stock and, 
as a guidance to the manufacturer, we 
estimate that the wholesalers’ minimum 
operating cost in handling shipments of 
250 ft. lots or more is not less than 
124%. 

“We suggest that each manufacturer’s 
suggested resale for dealers and con- 
tractors should provide at least this mar- 
gin plus a reasonable profit for the 
wholesaler to cover his necessary oper- 
ating cost on this item. The cost for 
handling less than 250 ft. lots and all 
larger sizes is at least 10% additional. 

“We believe it only fair for the manu- 
facturer, to provide an adequate margin 
of profit for bona fide contractors and 
dealers in selling to other buyers and, 
therefore, we believe the manufacturer 
should publish such prices for other 
buyers that will give a fair protection to 
our contractors and dealers for their 
services. 

“It is recommended for simplicity 
that, in the publication of resale prices, 
manufacturers use a two-step schedule 
based only on less than 250 ft. and 250 
ft. and over quantities for No. 14 con- 
ductors, and for less than coils and full 
coils on the heavier sizes.” 
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Non-licensed Products Set 
Wiring Device Market 


“The wiring device committee out- 
lined in some detail the present position, 
functions and services of the electrical 
wholesaler in the sale of wiring devices. 
The sale of non-licensed devices is very 
definitely on the down grade as far as 
the electrical wholesaler is concerned 
principally, and very naturally, because 
of the many channels through which 
these items are being distributed, such 
as fixture wholesalers, auto supply 
houses, hardware wholesalers, retail 
chain organizations, retail mail order 
institutions, brokers and so-called wagon 
jobbers who carry no stock. 

“In addition to the above, the whole- 
salers are faced with the further fact 
of manufacturers selling direct to such 
users as lighting fixture manufacturers, 
floor and table lamp manufacturers and 
others who may be using some wiring 
device items in the fabrication of their 
product. 

“The wholesalers and their dealers 
are not in a position to compete with 
many of these outlets. It is the com- 
mittee’s recommendation that first, there 
be a discussion of this report from the 
floor to give the committee some infor- 
mation as to the relative importance of 
this subject to the membership as a 
whole and, if possible, to ascertain the 
purchasing power of the wholesalers 
represented here; second, to request the 
managing director to send out a ques- 
tionnaire and attempt to ascertain the 
importance of this problem to the entire 
membership. 

“It is felt that the market on non- 
licensed products has a tremendous in- 
fluence on the sale of licensed products 
and it affects the wholesalers whether 
they distribute such non-licensed items 
or not. 

“The following subjects were also 
discussed : 

1. A recommendation to increase the 
wholesaler’s compensation. 

“2. A recommendation to make price 
changes effective as of midnight prior 
to the effective date without any ad- 
vance notice. (This is now the practice 
of this group and it is unanimously en- 
dorsed. )” 

Discussion: It was the general opinion 
that the sale of non-licensed wiring de- 


vices through wholesalers was decreas- 
ing, but that these lines, together with 
the secondary lines of the association 
manufacturers, set the market and pre- 
sent a problem which should receive 
further study. 


Cost Study Recommended 
By Lamp Committee 


The report of the lamp committee de- 
tailed at length the efforts of its mem- 
bers to secure increased compensation 
from the lamp manufacturers in order 
to offset the loss to the wholesaler in- 
curred by the drastic reduction in lamp 
prices several months ago. 

The committee members studied their 
own operating costs on this line and, as 
a result, recommended that present dis- 
count schedules be revised as follows: 


Less than $ 25,000...... 374% 
yee 384 
50,000...... 40 

100,000, «.. ... 4] 
150,000...... 414 
yi) ee 42 (maximum) 


An increase of 1% in special com- 
pensation was recommended, except in 
the case of SA contracts where a 2% 
increase was requested. 

The wholesalers’ cost studies were 
checked independently by auditors of the 
lamp division of the General Electric 
Co. and of the Westinghouse Lamp Co. 
In both instances, the auditors reported 
that the data obtained by the whole- 
salers was not comparable, due to varia- 
tions im the methods of costing em- 
ployed by the individual firms. 

The lamp manufacturers then recom- 
mended to the committee that a joint 
study be made of wholesalers’ operat- 
ing costs on lamps, and offered to bear 
80% of the cost. The committee sub- 
mitted the following resolution, which 
was adopted by the convention: 

“ReEsoLveD: That the Assoctation 
authorize the expenditure of not to ex- 
ceed $12,000 for a joint cost study of 
electrical wholesalers’ cost of distribut- 
ing lamps, if upon further consideration 


by the executive committee of NEWA 
such procedure is deemed desirable. 
Such study to be made under the super- 
vision of a joint committee, the lamp 
manufacturers to appoint their repre- 
sentatives to this committee and the 
executive committee to appoint the per- 
sonnel to represent the NEWA.” 

“The expense of such study to be ap- 
portioned on the basis of 80% by the 
lamp manufacturers and 20% by the 
NEWA.” 

Discussion: Mr. Hawkins pointed out 
that, if the proposed cost study were 
made and the new schedules adopted, the 
wholesalers would receive around $365,- 
000 annually in increased compensation 
as a result of their $12,000 investment 
in the cost study. 


Freight Allowances Inadequate 
On Pole Line Hardware 


“The outside construction materials 
committee selected pole line hardware 
for study. 

“It is our judgment that zone pricing 
as now practiced by the manufacturer 
obviates error in this complex business. 
The trade like it very much. The 
wholesaler receives a freight allowance 
on shipments to his stock which is to 
compensate for back-haul shipments. 
These freight allowances are: 


ME RE SO Pec aus tie dee 15c. cwt. 
DORE a doce 
Vo TE, a ee ae” 
pre aia 


“Tt is the opinion of the manufac- 
turers that these freight allowances to 
stock will take care of the average con- 
dition, but there are some extreme cases 
that are giving trouble. 

“The manufacturers propose the 
wholesalers make a study between now 
and December 31 of actual experience. 
The manufacturers propose that, should 
the actual condition prove a greater 
freight allowance is required by the 
wholesalers, they will be glad to meet 
with the wholesalers for further discus- 
sion and analysis. 





20. Max Van Cleef, Van Cleef Bros., Chicago; J. C. Shaprow, Royalite Co., Flint, 
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21. Bill Heaps, Chicago manager, ELectricAL WHOLESALING; Henry Reinhardt, 


Frank Adam Electric Co., St. Louis. 


22. R. G. Faulhaber and S. A. Martin, American Automatic Sales Co., Chicago. 
































“Wholesalers should keep in mind 
that the freight allowances by the manu- 
facturers apply to all shipments into the 
wholesalers’ stocks. Consequently, a 
study of the wholesalers’ necessities 
from stock to ultimate consumer des- 
tination must necessarily encompass 
average conditions. 

“The wholesaler believes the present 
compensation of shipments to stock is 
inadequate. Your committee recom- 
mends that the manufacturers should 
increase this rate by an additional per- 
centage to compensate the wholesaler 
for his expense and service.” 

Discussion: Mr. Schmidtbauer, West- 
inghouse Electric Supply Co., stated 
that he would like to see present freight 
allowances trebled, and that he believed 
such an increase necessary if the whole- 
saler is to break even on this com- 
modity. 

Mr. Hessler, chairman of the com- 
mittee, requested that each wholesaler 
handling pole line hardware study his 
own local problem and report his find- 
ings by December 31, in order that the 
committee might have definite facts to 
report to the manufacturers. 


Box and Fittings Committee 
Stresses Approved Materials 


“After consideration of the replies to 
the questionnaire recently sent to mem- 
bers, the committee on conduit fittings 
and outlet boxes recommends that: 

“Present plan of delivery by the 
manufacturer of boxes and fittings (one 
price throughout the country) be con- 
tinued. 

“Present two-column pricing of outlet 
boxes be continued by the manufacturer. 
Issue of new sheets with this style of 
pricing in place of ones now being 
mailed by some manufacturers. 

“Revised pricing of locknuts, bush- 
ings, connectors, pipe straps, entrance 
fittings, etc., on a two-column basis. 

“Your committee very strongly recom- 


23. Bill Weiss, Graybar Electric Co., 


Steiner, Steiner Electric Co., Chicago. 


24. H. C. Calahan, General Electric Supply Corp., New York 
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mends for the protection of life and 
property that every wholesaler only use 
approved outlet boxes, covers and fit- 
tings and place on his orders in a 
prominent place the clause: ‘All ma- 
terial furnished on this order must be 
approved by Underwriters and by local 
inspection departments.’ Then place on 
his stationery and invoices the clause: 
‘Only Underwriters’ approved material 
sold where material requires approval.’ 

The committee is well pleased with the 
cooperation received from manufacturers 
during the past year.” 


Aid Conditioning Helps Sale 
Of Ventilating Equipment 


The ventilating and. air-conditioning 
committee reported that: 

“Complete air conditioning involves: 
cooling, dehumidifying, circulating and 
washing the air in summer; and heat- 
ing, humidifying, washing and circulat- 
ing the air in winter. To properly 
carry on such a business it is absolutely 
essential to maintain a specialty sales, 
service and engineering organization. 
There are many pitfalls involved, and a 
mistake may cost considerable money. 
It is thought, therefore, that very few 
members of this association would be in- 
terested in complete air conditioning, at 
the present time. 

“It is very rare, however, that the 
purchaser of an air conditioning system 
goes in one step from no air condition- 
ing at all to a complete air conditioning 
system. He generally inquires into the 
cost of such an installation, and when 
he finds that it involves so much money 
he attempts to find ways and means of 
doing the job partially at a cheaper 
price. For this reason the first step is 
usually the installation of some kind of 
ventilating system. The growth of air 
conditioning, therefore, has increased 
tremendously the sale of exhaust and 
circulating fans, where there is a good 
protective policy on the part of the 





Chicago; George 


manufacturer to the electrical whole- 
saler. There is very little engineering 
involved and, with a slight education to 
one or two men, a very satisfactory 
business can be carried on, with com- 
mensurate profit. 

“The market for self-contained units 
of the so-called semi-portable type is 
quite limited, at present, and it is not 
recommended that any great effort be 
put forth on such items. As the science 
of the industry advances and interest in 
air conditioning grows, it is probable 
that costs of manufacture can be re- 
duced, and this should grow into an 
item in which the electrical wholesaler 
will be very much interested. 

“Just what the trend of the industry 
will be in its marketing characteristics 
is very hard to determine. There is 
some possibility that perhaps the engi- 
neering will be done in the future by 
special consulting engineers on this sub- 
ject, or by other agencies, and that there 
will be a system of distribution set up 
for the materials involved somewhat as 
is the case in electrical wiring items. 
There is slight possibility, however, that 
such a situation will come about in the 
near future. 

“To summarize, therefore, it is the 
thought of your committee that all mem- 
bers of the association should give im- 
mediate consideration to the possibilities 
of the sale of ventilation equipment 
where the market is broad and where 
the wholesalers seem to fit into the 
picture. 

“Tt is further recommended that the 
members watch very carefully the de- 
velopment of the individual, packaged 
room cooler market and be prepared to 
take on such items at the proper time. 
Your committee feels that no member 
should attempt to go into the complete 
air conditioning business without first 
being prepared to engage competent en- 
gineering, sales and service organiza- 
tions.” 
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25. Jim Madden, Roach-Appleton; Maxime Van Cleef, Van 
Cleef Bros., Chicago; Harry Horton, Crescent Electric Sales 


Co., Chicago; H. L. Breitenstein, Allsteel Equipment Co. 
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Industrial Agent Plan Condemned 
By Safety Switch Committee 


“In addition to safety switches and 
motor control, this committee was 
charged with handling motors and 
capacitors. The discussion developed 
three principal points, as follows: 

“1, The committee recommends that 
the manufacturers include in the safety 
switch schedules with the same trade 
discounts and with the 2% cash dis- 
count, line starters and motor control up 
to and including 74 h.p. It was pointed 
out that these devices at the present 
time take the motor and control dis- 
counts which are very complicated, and 
which in many cases do not provide 
adequate compensation for the expenses 
and services of the wholesaler. 

“There is an increasing demand for 
these small motor control devices and 
they are becoming a shelf article for the 
electrical wholesaler. It was felt that 
this recommendation would result in 
more adequate compensation and would 
be much more satisfactory for the 


wholesaler as well as the manufacturer. 

“2. The situation on range and meter 
switches is very unsatisfactory to the 
wholesaler. The utilities are buying 
these switches in large quantities, be- 
cause of their increasing sales of elec- 
tric ranges. The committee feels that 
this will be an increasing business, and 
at the present time is largely lost to the 
wholesaler. The utilities usually buy 
these switches in large quantities at a 
very low price and in many cases pur- 
chase them direct from the manufac- 
turer. It was felt that the members of 
the association could do something 
toward correcting this situation by con- 
ferring with their local utility execu- 
tives and urging the advantage to all 
concerned of employing the services of 
the wholesalers. 

“3. There was considerable discus- 
sion on the present margin of compen- 
sation on the safety switch line. The 
committee feels that this is an expen- 
sive line to handle, because of the sell- 
ing effort required and the changes and 
obsolescence in stocks which occur. 
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We feel that the minimum gross margin 
to compensate the wholesaler for his dis- 
tribution of this line should be 20%, and 
point out that such margin is not now 
being generally obtained in the trade. 
This problem is receiving the further 
attention of your committee. 

“Motor and control discounts are in- 
volved with the selling prices to users, 
large industrials and contractor-dealers. 
This has been complicated the past year 
by the introduction of the Industrial 
Agent Plan. The committee feels that 
motor and control classifications and 
discounts are unnecessarily complicated 
and recommend simplification. We be- 
lieve that in the future these lines will 
receive more attention from the whole- 
salers.” 

Discussion: Mr. Parker, chairman of 
this committee, enlarged upon the range 
situation and said that, in his opinion, 
this must be cured from the utility end. 
He also discussed the growth of the 
“Tndustrial Agent Plan” which had been 
investigated by a special committee. 

This plan, he stated, originated with 
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NEWA Again Restricts Membership 
To Legitimate Wholesalers 


By-laws amended at Chicago convention to eliminate the broad 
membership requirements which were necessary under NRA 


NDER NRA, the NEWA was compelled 

to liberalize its membership requirements 

with the result that many concerns claim- 
ing to be electrical wholesalers joined the asso- 
ciation and secured wholesaler discounts because 
of their membership. 

At the Chicago convention, Article I, Section 2 
of the by-laws was amended as follows, in order 
that membership in the association might again 
be restricted to responsible concerns capable of 
performing the functions of the wholesaler : 


Definition of an Electrical Wholesaler 


“Any electrical wholesaler in the United States 
may become a member. The term ‘Electrical 
Wholesaler’ as used herein is defined to mean a 
person, firm or corporation which carries a gen- 
eral stock of electrical commodities, including 
electrical supplies, the net value of which shall 
be at least $50,000, and whose annual sales of 
electrical commodities are not less than $200,000, 
75% or more of which sales are sales at whole- 
sale to dealers for resale, to electrical contractors, 
to steam and electric railroads, to Federal and 
State governments and municipalities, to public 
utilities, to industrial companies which have elec- 
trical maintenance departments, and to manufac- 
turers requiring electrical materials in the fabrica- 
tion of their products. 

“Provided, however, such person, firm or cor- 
poration performs the following functions : 

1. Maintains and warehouses an adequate stock 
of standard electrical commodities sufficient 
to supply the trade. 

Maintains delivery service and facilities for 

pick-up service. 

3. Maintains a selling organization trained to 
promote, specify and quote on electrical 
commodities, and to handle properly matters 
of service or misunderstanding with cus- 
tomers. 
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4. Distributes catalogs showing and describing 
the most essential items in common use in 
the industry. 

5. Extends justified credit to the buyers within 
his territory upon reasonable terms, and does 
not perform such wholesale functions to se- 
cure advantages for the direct or indirect 
benefit of associated or allied persons, firms 
or corporations, or the officers or employees 
of such firms or corporations. 

“An electrical wholesaler whose place of busi- 
ness is located in a territory which within a ra- 
dius of 50 miles does not include a population 
of 500,000, shall be eligible for membership if it 
meets all of the other qualifications mentioned in 
this section but carries a stock of electrical com- 
modities, including electrical supplies, of the net 
value of at least $25,000, and has annual sales of 
at least $100,000. 

““A membership committee shall pass on all ap- 
plications for membership. Any qualified appli- 
cant who receives the approval of a majority of 
the Membership Committee and the approval of 
a majority of the Executive Committee given at 
a regular or special meeting shall be declared duly 
elected. 

“The Executive Committee at a regular or a 
special meeting by the concurrent vote of not less 
than four-fifths thereof may admit to member- 
ship wholesale houses which do not qualify in all 
respects under the above definition.” 


Article I, Section 3, Sub-division (c), has been 
amended by adding the following words after 
“elected a special member” : 

“Except that no special member shall be ad- 
mitted after October 17, 1935. No individual, 
firm or corporation is qualified to continue as a 
special member if in any year after 1934 its vol- 
ume of sales of electrical commodities amounts 
to $200,000 or more.” 





General Electric Co., which ap- 


other manufacturers have followed suit. Radio and Tubes Committee 











pointed a number of selected contractors 
and motor dealers as “industrial agents” 
and extended to them wholesaler dis- 
counts on motor control. <A_ few 
months later the Westinghouse Com- 
pany adopted the same policy which 
was vigorously opposed by the West- 
inghouse agent-jobbers at their spring 
meeting at Hot Springs. Since then, 
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In the opinion of the wholesalers’ 
committee, this plan establishes lower 
prices to the motor dealer and will in- 
evitably lead to their using their ap- 
pointments as industrial agents as a 
lever to obtain wholesaler discounts on 
supply lines, thus increasing the num- 
ber of wholesalers in a field already suf- 
fering from too much distribution. 


Reviews Sales Prospects 


“Since the last meeting of this asso- 
ciation there has been a new develop- 
ment in the radio art—metal tubes. 

“These new tubes have had a wide 
acceptance by the public. While at 
the present time there is some differ- 
ence of opinion among manufacturers as 
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to the technical and operating advan- 
tages of these new tubes, whether or 
not they are giving the performance 
claimed by the designers, they are at 
least acting as a sales stimulant. 

“In order to determine some basic 
facts in connection with the merchan- 
dising of radio receiving sets and tubes, 
your committee sent a questionnaire to 
the entire NEWA membership. We 
were very gratified to receive replies 
from 75% of the members. 44% of the 
reporting members handled radio re- 
ceiving sets and tubes. An analysis 
of the replies indicates that practically 
all wholesalers handling radio receiving 
sets and tubes are interested in the fol- 
lowing : 

“NUMBER OF Mopets—94% of the 
reporting members stated that manufac- 
turers bring out too many models each 
season. The figures indicate that ap- 
proximately 20% of the models of any 
given line constitute over 50% of a 
wholesaler’s business. This subject was 
discussed at length. It was the general 
consensus of opinion that not more than 
six console models and five table models 
were necessary. 

“Auto Rapio—60% of the members 
reported that automobile radio business 
was increasing. In the opinion of your 
committee this reflects the condition in 
the industry from a manufacturer’s 
standpoint, but we believe that the op- 
portunities for wholesalers in the auto 
radio field are decreasing. 

“BATTERY SETs—59% of the mem- 
bers reported that there was no substan- 
tial demand for battery sets. Your com- 
mittee is of the opinion that there is a 
possibility of error in these figures as 
the 25% of the membership which did 
not reply to the questionnaire are prac- 
tically all in the rural districts. 

“Guiass Tuse INVENTORY—A number 
of wholesalers were concerned with the 
question of slow moving inventory of 
certain types of glass tubes which would 
be replaced with metal tubes. The 
manufacturers feel that there is no 
problem involved here as in_ their 
opinion there will be a demand for 
glass tubes for at least five years. The 
trend in metal tubes is very definitely 
toward fewer types. The nine metal 
tubes now on the market may eventually 
take the place of 50% of the glass tubes 
now used. 70% of the distributors re- 
porting were of the opinion that it would 
be to their advantage to exchange in- 
ventory records of glass tubes and to 
purchase glass tubes from one another. 
There was an almost even division on 
the question of whether or not it was 


possible to make a profit in distributing 
tubes at the present time. 

‘‘TELEVISION—Your committee has 
been asked to report on the present 
status of television. Television has not 
emerged from the laboratory. In the 
opinion of your committee it will not 
emerge for some time to come. 

“Television transmission over short 
distances is possible but the problems 
involved in transmission networks may 
take many months and perhaps years to 
work out. 

“There was considerable discussion at 
our meeting on the question of so-called 
associate distributors.* 

“The steady improvement that is evi- 
dent in general business, coupled with 
the fact that the public quite apparently 
is in a better buying frame of mind, has 
been reflected in big radio demand and 
this has manifested itself earlier than 
usual. 

“With 25% of the sets now in use 
obsolete and 80% outdated, this year will 
be largely a replacement market and 
distributors and dealers should take ad- 
vantage of this favorable condition. 

“It will probably be worth while to 
examine the possible increase in the po- 
tential market by a comparison of sales 
for 1934, with the figures so far avail- 
able for 1935. 

“Unit sales for 1934 were 2,226,000 
table models; 856,000 consoles and 
780,000 motor car sets—a total of 
4,084,000. 

“It is estimated that unit sales for 
1935 will run 5,000,000, or better, a 
very substantial increase. 

“Sales for the first half of 1934 were 
reported to be 2,027,032 units as 
against 2,453,382 for the first half of 
1935; an increase for the first half of 
1935 of 425,000 units, or 21%. 

“Summing up the improvements 
which should stimulate the sale of sets 
for the 1935-36 season are the introduc- 
tion of metal tubes, more tubes per set. 
higher fidelity, better selectivity, better 
volume control, improved tuning indi- 
cators and greater eye appeal; not to 
mention the fact that short wave recep- 
tion is no longer in the experimental 
stage and still has great buying at- 
traction.” 


Refrigeration Committee Analyses 
Manufacturers’ Policies 


“Your present committee has, by vir- 
tue of a questionnaire prepared in ad- 
vance of this meeting, been able to draw 
certain conclusions of a most interest- 
ing nature as to members’ viewpoints 





26. William Hall, Jr., Baldwin-Hall Co., Syracuse; C. J. Litscher, Grand Rapids; 
E. T. Rowland, editor, ELEcrrrcAL WHOLESALING. 

27. Titus Schmidt, Crescent Electric Supply Co., Dubuque, Iowa; E. Donald 
Tolles, managing director, NEWA; J. D. Farnham, Dakota Electric Supply Co.. 


Fargo, N. D. 


28. M. C. Taradash and Sam Rosenthal, Hyland Electrical Supply Co., Chicago; 
C. O. Kinsey, Westinghouse Lamp Co.; Gene Ball, Commonwealth Edison Co., 


Chicago. 
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and experiences in connection with sev- 
eral of the fundamental issues concern- 
ing the everyday problems we are con- 
fronted with, and the progress of our 
membership in this industry. 

“It is interesting to note that no less 
than 50% of our members now dis- 
tribute electric refrigerators, and that 
the percentage of retrigerator sales, in 
relation to total volume of these mem- 
bers, ranges from a high of 35% to a 
low of 5%. The average of all being 
approximately 12% of total sales. 

“Our members handle 15 different 
brands of refrigerators. However, 76% 
of all members reporting indicate that 
they are handling one of four lines. 

“88% state that their manufacturer 
grants a one-year warranty on defective 
parts; 9% state five vears; and 3% say 
90 days. 

“71% say that they favor a uniform 
factory warranty regardless of the style 
of unit. 29% favor a more liberal 
guarantee for units of the so-called 
sealed type. 

“159 say they are obliged to pay car- 
rier charges one way on defective parts 
returned for replacement, credit or re- 
pairs; 40% pay carrier charges both 
ways; and 43% pay no carrier charges 
whatever. 

“95% state that they find their manu- 
facturers fair and reasonable in regard 
to repairs and replacements ; 5° do not. 

“33% find porcelain damage exces- 
sive; 67% say normal. 

(Turn to page 24) 




















































































MEN YOU SHOULD KNOW 





*« J. C. MeNAMARA 


President, Smith-Perry Electric Co., 


T the ripe old age of 13, J. C. 

McNamara became a “busi- 

ness man,” thus fulfilling a 
“lifelong” ambition. While attend- 
ing public school in Austin, Texas, 
where he was born in 1892, he went 
to business college during summer 
and at night. When he was thirteen 
he quit both and went to work—be- 
lieve it or not—as stenographer for 
a wholesale music merchandise 
salesman. 

Today he is president of the 
Smith-Perry Electric Co., Dallas, 
Texas. He not only has become 
known as an outstanding business 
man of his city but he is known 
nationally as a leader of his indus- 
try, having served as one of the 
three non-NEWA members of the 
code authority for the wholesale 
electrical trade. 

As secretary to the music sales- 
man, young McNamara became well 
grounded not only in business fun- 
damentals but in selling as well. He 
liked business and missed no chance 
to learn more about it. 

In 1911 he moved to Dallas and 
became associated with a retail 
music house. He gained steady pro- 
motion here, until 1918. He had 
known Royal Smith, then president 
of the Smith-Perry Electric Co., for 
some time. A vacancy occurred in 
the office, and Mr. Smith invited 
him to come over and go to work. 
He did, as bookkeeper and stenog- 
rapher. 

After becoming associated with 
Smith-Perry, he believed he saw a 
real opportunity for advancement 
in the wholesale electrical industry 
—for men who were prepared. He 
felt that he was not prepared as he 
should be. Accordingly, in 1919 he 
started night school, attending four 
to five nights each week, for seven 
long and hard years. 
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Dallas, Texas 


Accountant, Lawyer 
And Salesman 


First he took up ac- 
countancy. He studied 
that consistently until 
he passed an examina- 
tion of the American 
Institute of Accoun- 
tancy, in 1922. Hav- 
ing mastered this sub- 
ject, he took up law. 
He went to classes five 
nights per week for 
three years and then 
passed the bar examination. At that 
time he was the only man in Texas 
ever to hold both a certificate from 
the American Institute of Accoun- 
tancy and a license to practice law. 

Apparently his strenuous school- 
ing helped rather than hampered his 
work in the office, for advancement 
there came promptly. Two years 
after going with the company the 
secretary of the corporation retired 
and the directors appointed J. C. 
McNamara to fill the vacancy. 


er years later H. H. Perry, 
one of the founders of the com- 
pany, died and the directors elected 
Mr. McNamara to succeed him as 
treasurer. In 1927 Royal Smith, 
president of the company, retired and 
Mr. McNamara was elected presi- 
dent. 

While secretary of the company 
his duties were light enough to per- 
mit Mr. McNamara to do a limited 
amount of selling. At that time an 
oil boom was spurting business, and 
this meant a lot of selling. Al- 
though subsequent advancement cut 
down the time allowed him for out- 
side work, Mr. McNamara still likes 
to sell. As a matter of fact, he de- 
clares that he derives his greatest 
pleasure out of calling on big and 
tough prospects. “There’s no sport 
or recreation quite so pleasant, to 
me, as landing a big order!” he 


The first certified accountant in Texas to 
also qualify as a member of the bar, Mr. 
McNamara has become a leader in the 
wholesale trade of the Lone Star State. He 
was selected to represent the entire South- 
west on the recent electrical wholesaling 
code authority. 


emphasizes. And in that spirit lies 
one of the real secrets of his success. 

He arranges his office work so 
that he is now allowed some time 
out in the territory regularly. As 
a consequence, he covers practically 
all prospective big jobs himself, usu- 
ally in company with his own sales- 
man or with a contractor-customer. 

He believes better selling can ma- 
terially aid the wholesale electrical 
industry, because that in turn en- 
ables a firm to cut down overhead 
and speed up turnover; and these 
in turn increase profit and minimize 
business hazards in general. He 
thinks every executive ought to do 
some selling, if no more than enough 
to learn what the salesman himself 
is up against when in the field. 

Mr. McNamara is an “anti- 
joiner.” He belongs to no clubs; no 
lodges. He likes to fish and hunt; 
he does neither. He doesn’t think 
he’ll ever retire to follow these hob- 
bies, because he likes business too 
well to quit it for anything else. 

He is married and has one son, 19 
years old, who is a senior in Har- 
vard. 
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J.C. McNAMARA ¢6 @ President, Smith-Perry Electric Co., Dallas, Texas. 
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Vie 7Tppeatance- 
OF THIS NEW “U.S.” RUBCO LINE 


This NEW “U.S.” Rubco line 
promises to take leadership in over- 
the-counter sales. It will, without 
a question, prove one of the most 
profitable items for you and your 


dealers. 


The obvious safety of its rubber 
covered cords (approved by Under- 
writers Laboratories) and the un- 
usually attractive appearance of the 
assembled units make this line a self 


seller of first magnitude. 
Each item is attractively packaged 
and is shipped in_ eye-catching 


counter displays. 






























“U.S.” RUBCO HEATER SETS 
in Colors 
Safe—Clean—N on-fraying—Long-wear- 
ing. Approved by the Good House- 
keeping Institute. “U.S.” RUBCORD 
carries Underwriters fractional foot- 

age labels. 

Attractively packaged and ready for 
display in attractive show-cartons, 10 
sets per carton. 


In colors—No. 9408 switchless; No. 
9448 with switch. 


“U.S.” RUBCO EXTENSION CORD in Colors 


Flexible Extension Cord, non-fraying and long- 
wearing. The cord is “Zipcord”; the “U.S.” No. 
1 rubber plug is non-breaking; meets LE.S. 
specifications. The 3 way receptacle is of 
standard make. 

“Zipeord” complies with attachment cord speci- 
fications of L.E.S.; and carries Underwriters 
fractional footage labels. : 


= 


EN A 


7 


Attractively packaged in 
9, 15 and 21 foot lengths; 
ten per display carton. 
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SPELLS QUICK 


Any of the individual items in the 


“U.S.” Rubco line are available 
from stocks maintained in all prin- 
cipal cities. Each is priced to as- 


sure you substantial profits. 


“U.S.” also makes a complete line 
of Insulated Wires, Cables, Friction 


Tapes and Splicing Compounds. 


Get full particulars today—phone. 


wire or write— 


WIRE DEPARTMENT 
United States Rubber Products, Inc. 
1790 Broadway New York, N. Y. 


United States 
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~ Quality - 


URN-OVER FOR YOU 



















RUBC 


REPLACING CORD 
U.S. ZIPCORD y 


Rep, 


3 


in Colors 


footage label. 


foundation of cotton fillers. Carries 


handled socket. 
Made in 20 and 30 foot lengths. 


Rubber 


“U.S.” RUBCO REPLACING CORD 


A replacing cord unit with “U.S.” No. 
1 non-breakable rubber plug, the other 
end stripped, ready for attachment. 


Zipeord with its tough rubber cover 
is long-wearing, neat-appearing, sani- 
tary and non-fraying. Zipeord com- 
plies with attachment cord specifica- 
tions of LE.S.; the “U.S.” all rubber 
plug also meets I.E.S. specifications; 
cord carries Underwriters fractional 


In colors, attractively packaged in lots 
of ten, in 9, 15 and 21 foot lengths. 


“U.S.” RUBCO TROUBLE LIGHT 


A heavy duty trouble light built for hard serv- 
ice. The heavy, rubber covered cord—USCORD 
—is oil resisting and reinforced with flexible 
Under- 
writers type “S” approval. Fitted with a heavy- 
duty, non-breakable rubber plug, and a rubber 
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29. C. B. Harlow, sales man- 
ager, and H. G. Krenz, Ben- 
jamin Electric Co., Chicago. 


30. Harry Rasmussen, Peer- 
less Electric Supply Co., In- 
dianapolis; Bill Doherty, Do- 
herty-Hafner Co., Chicago. 


31. Russell Peck, American 
Electric Co., St. Joseph, Mo.; 
H. H. Venable, Standard 
Electric Stove Co., Toledo. 


32. Leo G. France, Appleton 
>. 
=i 


Electric Co., Detroit. 
33. Russell W. Metzner, Hy- 
grade Sylvania Corp., Chi- 


Cago. 


34. Sam Kaplan, Belasco 
Electric Supply Co., Chicago; 
Phil Litner, Bright Light Re- 
flector Co., Brooklyn; Clyde 
Lint, Bright Light Reflector 
Co., Chicago. 





























35. Scene in lobby at height 
ot convention activities. 


36. Walter Kiefer, Kiefer 
Electrical Supply Co., Peoria; 
F. J. Schmidt, Westinghouse 
Electric Supply Co., Chicago; 
Charles  Dubsky, Crouse- 
Hinds Co., Chicago; A. J. 
McGivern, managing director, 
Chicago Electrical Wholesalers 
Association. 


37. F. K. Bybee, General 
Electric Supply Corp., Cleve- 
land; Henry Murphy, Central 
Tube Co.; Leo G. Mocken- 
haupt, manufacturers agent, 
Chicago. 


38. In room of Landers, 
Frary & Clark; E. E. Edman. 
B. C. Neece, Jack Conlin. 




















FROM the sentiment expressed 
Hot Springs during the meetings at The Drake 
Again? last month, a change in NEWA’s 

convention program can be antic- 
ipated next year. From Labor Day until the Christmas 
holidays is always the busiest period of the year for 
electrical wholesalers, and many delegates stated that, 
for them to take an entire week away from their busi- 
ness during the fall months, seriously handicapped their 
organizations. For this reason, and if but one conven- 
tion is held in 1936, the sentiment of the wholesalers 
who met at Chicago appeared to be decidedly 1n favor 
of a spring, rather than a fall, meeting. 


ELECTRICAL wholesalers will 
PWA Helps The derive direct benefit from at least 
W holesaler one appropriation of PWA 

funds.. The Census Bureau has 
secured $18 millions of the $4.8 billions voted by the 
last Congress for the purpose of taking a business 
census early next year, thus giving employment to some 
30,000 white-collar workers. 

Previous efforts of the Census Bureau to secure 
useful data on American business have been disappoint- 
ing to electrical wholesalers, principally because of the 
methods of classification. The forthcoming census, 
however, promises to correct previous taults. 

At a recent conference with representatives of the 
principal wholesaling trades, the electrical wholesaling 
industry was represented by J. H. Gardiner, sales 
statistician, Graybar Electric Co., and E. T. Rowland, 
editor, ELECTRICAL WHOLESALING. 

Dr. Virgil D. Reed, in charge of the wholesale divi- 
sion of the census, welcomed the suggestion that the 
electrical commodity classifications used in the previous 
census be discarded, and that the standard classification 
developed by ELEctRIcAL WHOLESALING and approved 
by the industry in 1932, be followed. 

As a result, the blanks to be filled out by wholesalers 
will provide for a breakdown of sales into the three 
major electrical classifications—supplies, apparatus and 
appliances (including radio). This grouping will per- 
mit data on electrical supply wholesalers to be compiled 
separately from that on electrical distributors of the 
specialty type. 

Manufacturers sales offices and manufacturers 
agents are included in the wholesale division by the 
Census Bureau. Their sales, however, are separately 
reported. In the previous census, apparatus and sup- 
plies were grouped together. Consequently, data on 
sales of electrical manufacturers and sales of electrical 
wholesalers, was not comparable because manufacturers’ 
sales figures included apparatus, such as turbines, gen- 
erators, and other central station equipment which are 
not wholesaler items, but which account for a large part 
of manufacturers’ total sales. 

With separate classifications for supplies and appa- 
ratus this distortion will be avoided and it will be pos- 
sible to determine from the new census how whole- 
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salers’ supply sales compare with the supply sales of 
manufacturers. 

Practical information on wholesaler operating costs, 
by type of wholesaler and size of house, will also be 
available. Wholesalers will be asked to report their 
operating expenses for the year 1935 broken down into 
the four major divisions of administrative, selling, 
warehousing and other expenses. This breakdown fol- 
lows the standard accounting methods of the wholesale 
hardware and dry goods trades, also that used by ELeEc- 
TRICAL WHOLESALING in making cost studies in 1931. 

A special study of the electrical wholesaling trade, 
based upon census returns, is planned by Dr. Reed for 
the latter part of next year. This study promises to 
not only provide valuable information on operating 
costs, but also to demonstrate the important place which 
the full-function wholesaler occupies in the distribution 
of electrical supplies and appliances. 


FOR many years, manufacturers 
and distributors of radio and ap- 
pliances have supported local and 
national shows attended both by 
the trade and the public. Only recently, however, has 
there been any effort to hold similar shows to promote 
electrical supplies and equipment. 

One of the first groups to apply the show idea to the 
supply field was the Electrical Manufacturers Repre- 
sentatives Club of New England. Their trade show, to 
which contractors, industrial engineers, maintenance 
men and architects are invited, has now become an an- 
nual event in Boston. Last month the Electric and 
Radio Association of Kansas City staged a similar show 
with 31 manufacturers exhibiting. This, likewise, 
promises to become an annual affair. 

Individual wholesalers are also beginning to appre- 
ciate the need for industrial promotion of this kind. 
Where dealer meetings have long occupied an important 
place in the sales programs of appliance and radio dis- 
tributors, wholesalers of supply lines have, with rare 
exceptions, only recently brought their customers to- 
gether for educational meetings at which the latest im- 
provements in wiring materials, lighting and control 
equipment have been demonstrated. 

This fall there has been such a wave of meetings of 
this type, conducted by individual wholesalers, espe- 
cially in the Middle West, that several manufacturers 
attending the Chicago convention stated their district 
salesmen were giving most of their time to the private 
trade shows of their distributors. 

With new construction gaining steadily, and with 
modernization spreading rapidly to industrial and com- 
mercial buildings, every section of the country needs 
some sort of industrial trade show to promote the idea 
of electrical modernization. 

In many of the smaller trading areas responsibility 
for the promotion of an industrial trade show must, of 
necessity, fall upon some progressive local wholesaler. 
In the larger metropolitan districts, however, it would 
appear that a cooperative exhibit, supported by the 
entire trade, can accomplish far more than a series of 
smaller shows, each limited to the clientele of the indi- 
vidual wholesaler and to the particular lines which he, 
himself, distributes. 


Industrial 
Trade Shows 
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Official Registration List 
NEWA Convention 
Drake Hotel, Chicago, October 14-18 


Wholesaler Members 


Firm 
Ace Electric Supply 
a 
Allen Electric Co.. 
Allied Electric Supply 
Co 


Amber Electrical Sup- 
DU AGOs 6 os 6 
American Electric Co. 
American Electric Co. 
Baitinger Electric Co. 
Baldwin-Hall Co..... 
B&B Electric Co.... 
Belasco Electric Sup- 
ply Co.. 

Capitol Electric Sup- 
ply Co. : 
Philip Cass Co....... 
Charleston Electrical 

Supply Co... 
Chicago Electrical 

Supple 60.3. ai... 
City Electric Co...... 
Colonial Electric Co. . 
Columbian Electric 


Commonwealth Edi- 
son Co.... 

Co- -op. Electric ‘Sup- 
ply Co.. 

Crannell, Nugent & 
Kranzer en 

Crescent Electric Sup- 
ply Co... ... 

Dakota Electric Sup- 
ply Co. J 

Dobkin Electrical 
Supply Co.. 

sl Roehrer 


Doubleday Hill Elec- 
tric Co.. 
a Hill Elec- 


c Co 
Deaieday Hill Elec- 
tric : Co. 


Efengee Electrical 
Supply Co......:... 
Electric Corporation. . 
Electrical Supply Co.. 
Electric Supply Co. .. 
Elliott Lewis Elec- 
trical Co. este 
Elliott Lewis Elec- 
1d i Cara ies 
Englewood Electrical 
Supply Co.... 
Fife Electric Supply 


Co. 
Franklin Electric Co.. 
Frankelite Co 
Front Co 
Gee Electric Co...... 
General Electric Sup- 
| ee ee 
General Electric Sup- 
ply Corp.. 
General Electric Sup- 
DIY GOED 6 ccc ics ss 
General Electric Sup- 
‘Tg ke: 
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City 


Jacksonville, Fla. 


Cleveland, Ohio 
Pittsburgh, Pa. 

Chicago, Il. 

St. Joseph, Mo. 
St. Joseph, Mo. 

New York City 

Syracuse, N. Y. 
Cincinnati, Ohio 


Chicago, II. 


Lansing, Mich. 
Philadelphia, Pa. 


Charleston, W. Va. 
Chicago, II. 
Syracuse, N. Y. 
Philadelphia, Pa. 
Kansas City, Mo. 
Chicago, IIl. 
Chicago, IIl. 

New York City 
Dubuque, Iowa 
Fargo, N. D. 
Chicago, IIl. 
Cincinnati, Ohio 
Pittsburgh, Pa. 
Pittsburgh, Pa. 
Washington, D. C. 
Cedar Rapids, Iowa 
Cedar Rapids, Iowa 
Chicago, IIl. 

Los Angeles, Cal. 
New Orleans, La. 
Des Moines, Iowa 
Philadelphia, Pa. 
Philadelphia, Pa. 
Chicago, IIl. 
Detroit, Mich. 
Philadelphia, Pa. 
Cleveland, Ohio 
Wheeling, W. Va. 
Wheeling, W. Va. 
Boston, Mass. 
Bridgeport, Conn. 
Bridgeport, Conn. 


Bridgeport, Conn. 


Representative 
W.L. Joseph 
T. C. Lindsay 


A. Samuelson 


Nat Brenner 
R.A; Pec 

L. E. Reid 

Henry J. Baitinger 
Wm. H. Hall, Jr. 
J. I. Bogdan 


Sam Kaplan 


R. L. Knapp 
Philip Cass 


C. B. Peck 
M. J. McNamee 


J. S. Isaacs 
E. J. Coyle 


“W. S. Blue 


J. M. Sadler 

H. D. Roseth 
W. J. Kranzer 
Titus B. Schmid 
J. D. Farnham 
David Dobkin 
J. A. Hasselbrock 
Geo. W. Provost 
H. H. Tully 

E. M. Graham 
A. E. Durin 

J. B. Terry 

J. Fink 

Ross Hartley 

L. L. Hirsch 

L. A. Bodkin 

J. P. McIlhenny 
F. R. Elliott 

A. Anixter 

D. L. Fife 
Samuel Bordman 
Edw. J. Rueth 
S. L. Front 

G. W. Gee 

M. O. Williams 
R. J. Brown 

L. Williams 


J. G. Johannesen 


Firm 
General Electric Sup- 
ply Corp.. 
General Electric Sup- 
ply Corp.. ; 
General Electric Sup- 
ply Corp.. 
General Electric Sup- 
ply Corp.. 
General Electric Sup- 
PUR. 95x < sa.5'0 
General Electric Sup- 
ply Scorp.......%.% 
General Electric Sup- 
rn 
Gertler Electric Sup- 
sk, Ee 
Glasco Electric Co.... 
H. J. Gorke Estate... 
Graybar Electric Co. . 
Graybar Electric Co. . 
Graybar Electric Co. . 
Graybar Electric Co. . 
Graybar Electric Co. . 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co. . 
Graybar Electric Co.. 
Graybar Electric Co.. 
Graybar Electric Co. . 
Greenfield Electrical 
Supply Corp...... 
Hardware & Supply 
Le an een eee 
W. J. Hartwig Co... 
a Electric Sup- 
Hatheld Electric Sup- 
Te, Orr 
Havens Electric Co... 
Hawkins Electric Co.. 
Hyland Electrical 
Supply Co........ 
Hyland Electrical 
MINDY CO. 6c. 
Interstate Electric Co. 
Iron City Electric Co. 
Johnson ~eaneein 
Supply 
Kiefer Electrical Sup- 


Kiefer Electrical Sup- 


2: ree 
a Electric 
ubesitiomatin.,.. 


Langdon & Hughes 
Electric Co.. 
E. B. Latham & Co.. 
Loeb Electric Co..... 
Matthews Electric Co. 
McCarthy Bros. & 
OS Te tere 
W. T. McCullough 
Electric Co 
— Frye Electric 


Metropolitan Electri- 
onl Geeee... . 5-5. 


City 


Bridgeport, Conn. 


Bridgeport, Conn. 


Chicago, IIl. 
Chicago, II. 
Cleveland, Ohio 
New York City 
New York City 


New York City 
St. Louis, Mo. 
Syracuse, N. Y. 
Boston, Mass. 
Chicago, II. 
Chicago, II. 
Cincinnati, Ohio 
Dallas, Tex. 
Detroit, Mich. 
Los Angeles, Cal. 
New York City 
New York City 
New York City 
New York City 
New York City 
New York City 
Philadelphia 

St. Louis, Mo. 


Brooklyn, N. Y. 


Akron, Ohio 
Detroit, Mich. 


Indianapolis, Ind. 


Indianapolis, Ind. 


Albany, N. Y 
Chicago, IIll. 


Chicago, III. 
Chicago, III. 

w Orleans, La. 
Pittsburgh, Pa. 
Cincinnati, Ohio 
Peoria, III. 
Peoria, Ill. 


Lincoln, Neb. 
Chicago, III. 


Utica, N. Y. 
New York City 
Columbus, Ohio 


Birmingham, Ala. 


Buffalo, N. Y. 
Pittsburgh, Pa. 
Nashville, Tenn. 
New York City 


Representative 

A. C. Prange 

L. M. Nichols 

A. H. Luebbe 

A. J. Millington, Jr. 
F. K. Bybee 

R. M. Wygant 

H. C. Calahan 


M. Gertler 

Daniel R. Cohen 

K. S. Gorke 

. J. McCabe 

-H. Gleason 

. P. Hoagland 

. H. Maccrellish 

e Riley 

. R. Maynard 

arry L. Harper 

ea "Heyer 

. J. Drury 

. H. O’Brien 
Hawkins 


xe 
. F. Hessler 
ee 
oe 


UsOmrPrss-7; 


Perry 
Hallstrom 
eorge Corrao 


. S. Greenfield 


H. O. Smith 
L. C. Sherwood 


QS Pom 


> 


Frank Argast 
Thos. J. Farrell 
E. A. Jones 

O. E. Frankenbush 
S. Rosenthal 
M. C. Taradash 
Percival Stern 
W. I. Bickford 
Willard George 
D. E. Kazar 
W. R. Kiefer 


L. W. Korsmeyer 
A. Kubec 


J. A. Hughes 

L. E. Latham 

A. E. Loeb 

C. Matthews 

Karr Parker 

C. Max McCullough 
E. W. Frye 


R. L. Simon 
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arcana ns ean NO IG 


Mine & ae Sup- 
ply 
Nelson Bicctrical Sup- 


ply : 
Nichols Riscais Ce... 
Novelty Electric Co. . 
Oakes Electrical Sup- 
ply Co.. *. 
Parr Electric Co...... 
Peerless Electric Sup- 
ply Co.. 
Peerless Electric Sup- 
ply Ce... .... 
r crry-Mann Electric 


eben Electrical Sup- 
ply Co. 

Revere Electric Co. . 

W. A. Roosevelt Co. . 

Rumsey Electric Co.. 

Sacandaga Electrical 
Supply Co 

ae ly Sackett Electric 


Sager Electrical Sup- 
ply Co.. ae 
Sands Electric oe ... 
Standard Electrical 

Supply Co 
Steiner Electric Co. .. 
Tafel Electric Co..... 
Treadway Electric Co. 
Treadway Electric Co. 


Firm 
Frank Adam Electric 
Frank Adam Electric 
oC EERE a ree 
Frank Adam Electric 
Co. 


American Automatic 


Electric Sales Co. . 


American Automatic 


Electric Sales Co.. 
American Automatic 
Electric Sales Co... 
Appleton Electric Co. 
Appleton Electric Co. 
Arrow-Hart & Hege- 
man Electric Co... 
Arrow-Hart & Hege- 
man Electric Co.... 
M. B. Austin Co... .. 
I. A. Bennett & Co... 
I. A. Bennett & Co... 
I. A. Bennett & Co... 
I. A. Bennett & Co... 
Saul Block (manufac- 
turers’ agent)...... 
— Lite Reflector 
Bryant Electric Co. . 
Bryant Electric Co. . 
Bryant ElectricCo... 
Bull Dog Electric 
Products Co....... 
Bussman Manufactur- 
ing Co.. : 
Bussman Manufactur- 
ing Co.. 
Bussman Manufactur- 
oo a re 
Chase Shawmut Co... 
Crescent Sales Co... 
Crouse Hinds Co..... 
Crouse Hinds Co..... 
Crouse Hinds Co..... 
Crouse Hinds Co..... 
Crouse Hinds Co..... 
Crouse Hinds Co. . 
Curtis Lighting, Inc.. 
Cutler Hammer, Inc.. 
Doherty Hafner Co... 
Doherty Hafner Co... 
Edwards & Co., Inc... 


Denver, Colo. 
Tulsa, Okla 
Dayton, Ohio 
Philadelphia, Pa. 


Holyoke Mass. 
Brooklyn, N. Y. 


Indianapolis, Ind. 
Indianapolis, Ind. 
Columbia, S. C. 
Rochester, N. Y. 
Chicago, III. 

La Crosse, Wis.... 
Philadelphia, Pa. 
Ft. Edward, N. Y. 
Buffalo, N. Y. 


Boston, Mass. 
Wheeling, W. Va. 
Milwaukee, Wis. 
Chicago, IIl. 
Louisville, Ky. 
Little Rock, Ark. 
Little Rock, Ark. 


City 
St. Louis, Mo. 
St. Louis, Mo. 
St. Louis, Mo. 
Chicago, IIl. 
Chicago, IIl. 
Chicago, III. 
Chicago, III. 
Chicago, Ill. 
Detroit, Mich. 
Hartford, Conn. 
Chicago, IIl. 
Chicago, IIl. 
Chicago, IIl. 
Chicago, III. 
St. Paul, Minn. 
Detroit, Mich. 
Brooklyn, N. Y. 
Bridgeport, Conn. 
Bridgeport, Conn. 
Chicago, II. 
Detroit, Mich. 
St. Louis, Mo. 
St Louis, Mo. 


St. Louis, Mo. 


Newburyport, Mass. 


Pittsburgh, Pa..... 
Cincinnati, Ohio 
New York City 
New York City 
New York City 
Philadelphia, Pa. 
Syracuse, N. Y. 
Chicago, Il. 
Milwaukee, Wis. 
Chicago, Il. 
Chicago, IIl. 
New York City 


Harry J. Gundlach 
Cc. B. Nelson 

M. W. Nichols 

G. E. Mason 


J. M. Newton 
McKew Parr 


H. E. Rasmussen 
Paul H. Keller 
W. L. Perry 

F. E. Webb 

F. R. Eiseman 
T. H. Brindley 
B. T. Hare 

John S. Baker 
H. I. Sackett 


John Dunn 
J. E. Rehm 


David Siegel 
George S. Steiner 
Paul Tafel 

T. C. Treadway 


T. C. Treadway, Jr. 


Manufacturers 
Representative Firm 
Emerson Electric Mfg. 
Frank Adam TS ee is 
Emerson Electric Mfg. 
Fred B. Adam | Sale DRE ee 
Enameled Metals Co.. 
H. J. Reinhardt Enameled Metals Co.. 
Fullman Manufactur- 
S. A. Martin ing Co. : 
General Cable Corp... 
Emmett Swanson General Cable Corp... 


T. C. Thompson 
A. I. Appleton 
E. A. Hakanson 


A. E. Lubeck 


H. L. Everest 
Arnold H. Friend 
R. C. Bennett 
Al. Kopald 

E. M. Nelson 

J. J. Bourka 


P. Litner 
gtd E. Seim 


W. J. ‘Weaver 
W. A. Stacey 


E. R. Dunn 
H. T. Bussman 
George L. Delany 


J. C. Ingram 

C. L. Steber 

J. E. Mair 

Harry D. Rei 

C. M. Crofoot 

H. B. Crouse 

C. H. Gurney 
Thos. J. Fleischer 
A. F. Hills 

N. B. Hickox 
Forrest U. Webster 
H. G. Hafner 

W. J. Doherty 
Thomas S. Nolan 
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Triangle Electric Co 

Turner Electric Sup- 
ply Co.. 

United Electric Sup- 
ply Co.. 

Van Meter Co... 

G. H. Wahn & Co... 

Henry L. Walker Co. 

Watson Flagg Sales 


Corp. 

Westinghouse Electric 
Supply Co ‘ 
Westinghouse Electric 

Supply Co........ 
Westinghouse Electric 
Supply Co....... 
Westinghouse Electric 
Supply Co....... 
Westinghouse Electric 

Supply Co 
Westinghouse Electric 
Supply Co........ 
Westinghouse Electric 
Supply Co........ 
Westinghouse Electric 
Supply Co........ 
West Phila. Elec’l. 
Supply Co. 


etmore- Savage 

Elec’! Supply Co.. 
W. W. Electric Co... 
W. W. Electric Co... 
L. A. Woolley, Inc.... 


General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
General Electric Co... 
Goodrich Electric Co. 
Goodrich Electric Co. 
Hubbard & Co 


Harvey Hubbell, Inc.. 
Hygrade Sylvania 
Corp. 


Ilg Electric Ventilat- 
ing Co.. 

Ilg Electric Ventilat- 
ae 

Jaqua aS 

Jefferson Electric Co.. 

Jefferson Electric Co.. 

Jefferson Electric Co.. 

Jenkins Brothers... .. 

O. C. Keckley Co..... 

Knox Porcelain Corp. 

Landers, Frary & 
Clark.. 

Landers, Frary & 
Clark. 

Landers, Frary & 
Clark. . 


McGill Manufactur- 
mie Co... . ; 
National Electric 


Products Corp..... 


Chicago, III. 
Detroit, Mich. 
Salt Lake City, Utah 
Cedar Rapids, Ia. 
Boston, Mass. 
Detroit, Mich. 
Paterson, N. J. 
Atlanta, Ga. 
Detroit, Mich. 
New York City 
New York City 
New York City 
Philadelphia, Pa. 


San Francisco, Cal. 


St. Louis, Mo. 


W. Philadelphia, Pa. 


Boston, Mass. 
Springfield, Ohio 
Springfield, Ohio 
Buffalo, N. Y. 


City 
St. Louis, Mo. 


St. Louis, Mo. 
Pittsburgh, Pa. 
Pittsburgh, Pa.. 


Latrobe, Pa. 
Chicago, IIl. 

New York City 
Bridgeport, Conn. 
Bridgeport, Conn. 
Bridgeport, Conn. 
Chicago, IIl. 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Cleveland, Ohio 
Chicago, IIl. 
Chicago, Ill. 
Pittsburgh, Pa. 
Bridgeport, Conn. 


Chicago, III. 
Chicago, Il. 

New York City 
Grand Rapids, Mich. 
Bellwood, IIl. 
Bellwood, Ill. 
Bellwood, Il. 
Bridgeport, Conn. 
Chicago, IIl. 
Knoxville, Tenn. 
New Britain, Conn. 
New Britain, Conn. 
New Britain, Conn. 


Valparaiso, Ind. 


Cincinnati, Obio 


Leonard Cohn 
Wm. Startsman 


R. Rosenfield 
x L. Van Meter 
Geo. H. Wahn 
Henry L. Walker 


H. W. Desaix 

C. W. Dustin 

J. H. Campbell 
Walter Williamson 
B. W. Clark 

H. M. Gansman 
J. H. Fisher 

R. J. Holtermann 
G. H. Miller 

N. Newman 


E. V. Wetmore 
J. W. Brunk 
O. E. Loven 
M. W. Bedient 


Representative 
John Wright 


O. C. Schmitt 
Wm. G. Campbell 
L. R. Quinn 


George F. Brown 
E. W. Kearns 

H. B. Tompkins 
R. J. Cordiner 

R. W. Turnbull 
J. L. Busey 

W. H. Colman 
N. H. Boynton 
E. E. Potter 

F. H. Haroff 

C. O. Brandall 

P. D. Parker 

A. H. Meyer 

T. D. Scarff 

W. M. States 

E. A. Andres 

G. T. Mascott 
W. J. Goodrich 
W. M. Goodrich 
Richard G. Robbins 
Emmet K. Moore 


Russell W. Metzner 
G. C. Breidert 

P. D. Briggs 

G. Morgan Hall 
Fred H. Wilson 

J. M. Bennan 

A. E. Tregenza 
Gordon N. Lewis 
Nelson C. Warner 
Darwin O. Hollie 
A. G. Kimball 

Bret Neece 

E. E. Edman 
Charles S. McGill 


H. A. Colliver 
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National Electric 

Products Corp..... Detroit, Mich. 
National Electric 

Products Corp..... Pittsburgh, Pa. 
National Electric 


Products Corp.. Pittsburgh, Pa.. 


National Fan & Blow- 


er Corp.. Chicago, II. 
Okonite Co.. ..... Chicago, Iil. 
Pass & Seymour, inc. Solvey, N. Y. 


Phelps Dodge Copper 

Products Corp..... 
Plymouth Rubber Co. 
RCA Manufacturing 


New York City 


Canton, Mass. 


Co:.. Camden, N. J. 
Sangamo Electric Co.. Springfield, IIl. 
OG. © a ree Hartford, Conn. 
ES ae Hartford, Conn. 
Simplet Electric Co.. Chicago, IIl. 
Standard Electric 

Stove Co.. Toledo, Ohio 
Standard Electric 

Stove Co...... Toledo, Ohio 


Steel City Electric Co. 
Thomas & Betts Co.. 


Trumbull Electric 
Mfg. Co 


Pittsburgh, Pa. 
Elizabeth, N. J. 


Milwaukee, Wis. 


Trumbull Electric 
R. K. Curtis Mis; Co.2 55... 26 
United States Rubber 

A. L. Robinson PVGRUCIS.. Fs os «a's 
United States Rubber 
W. C: Robinson, Jr. PORNO ices 
United States Rubber 

K. E. Whitman PYOG@UGUES. 2 5.66'<35 > 
Ray N. Baker or States Rubber 
7 R.D d roducts.......... 
ico bt: States Rubber 
Harry W. Finnell POOURTE, . os. 64 0s 
ae Van Cleef Bros....... 
Walter H. Bieringer Wadsworth ahh 
fi “A 2 Seen oe 
You aliens Wadsworth Electric 
Frank Wolcott a eee 
Walker Brothers... .. 

Alan Moore Westinghouse Lam 
Arthur S. Merrill ; - Sea: 
W.H. Sickinger  Wgsneiowe ‘Lap 

Westi ie 

nave | eee oe 
J. R. Richards Westinghouse Lamp 


N. J. McDonald 
Frank H. Machell 


ee 


Co 
Wodack Electric Tool 


ORD >... 007s wuretawn 


Robert C. Graves 


Plainville, Conn. 


New York City Clarence W. Higbee 
New York City Howard H. Weber 
New York City C. P. Boone 

New York City M. P. Lewis 
endl Sid Feet Cleef 
Covington, Ky. Paul Leary 
Covington, Ky. S. A. Nelson 
Conshohocken, Pa. H. D. Roberts 
Chicago, III. S. P. Hull 
Chicago, III. F. S. Kinsey 
Chicago, III. A. E. Synder 


Frank Barrington 


O. P. Wodack 


Pittsburgh, Pa. 
Chicago, III. 





(Continued from page 15) 


“51% state that damaged porcelain 
parts and panels are adjusted on their 
own premises periodically by a factory 
representative. 36% are obliged to re- 
turn porcelain panels and parts to their 
manufacturer at their own expense, for 
adjustment. 9% must file claims 
against the carrier in order to recover 
damage losses. 

“72% say that they are not able to 
conduct their service department opera- 
tion on a profitable basis and 28% say 
they can. 

“64% of our members favor a strict 
50-50 basis of cooperative advertising. 
In other words, 50% manufacturer and 
distributor and 50% dealer. 36% favor 
a more flexible plan which, for instance, 
would permit a larger percentage of the 
cost to be borne by the manufacturer’s 
distributor in the case of major and key 
accounts. 

“By and large, the 50-50 plan, a 
flexible plan and a combination of both 
appears to have prevailed in most sec- 
tions of the country to some extent dur- 
ing the past season. 

“We asked for a suggested schedule 
of what seems to be a fair, acceptable 
and competitive schedule of trade dis- 
counts, viz., to the average dealer and 
to large accounts. The replies result 
in the following averages: 


Average Dealer 
3-44 cu-ft.—30-334% 
5-6 cu.ft—35-37% 
7 cu.ft. and over—40% 


“Delivery, 
extra. 

“63% say that a schedule approxi- 
mately as set forth would enable them 
to operate at a fair profit if conditions 
permitted them to maintain or improve 
their present volume. 38% maintain 
that the margin provided by the schedule 
is insufficient to enable them to show a 


Large Account 
35-37% 

40% 

40-40 and 5% 


installation and_ service 
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fair return on their investment unless 
a greater percentage of compensation is 
allowed them by their manufacturer. 

“81% of our members are obliged to 
pay for advertising and sales promotion 
material ; 12% pay part, and in the case 
of 7% such material is furnished, no 
charge, by the manufacturer. 

“54% state they are able to pass the 
cost of advertising and display material 
on to the dealer; 7% charge part to the 
dealer, and 39% find they are obliged 
to absorb all of the cost of this material. 

“In answer to questions relating to 
the subject of selling refrigerators on 
an open account basis, we find that this 
is a matter which appears to be giving 
distributors reason for serious concern 
in certain sections. Much discussion 
on this phase of the business has taken 
place during the past year in meetings 
of local associations, all of which has 
resulted in an almost universal desire 
to maintain the general practice insti- 
tuted at the inception of the refrigera- 
tion industry to urge a continuation of 
the cash policy. 

“Your committee highly endorse this 
policy and recommend that our mem- 
bers take an active interest in their 
communities in sustaining the cash 
policy practice. 

“From the foregoing figures and state 
of affairs, one may readily observe it 
to be obvious that there is a consider- 
able variance of opinion and viewpoint 
on the part of manufacturers and whole- 
salers, alike, concerning many of the 
most important principles relating to the 
distribution phase of this commodity. 

“Needless to say, and while a 
thorough discussion of the interesting 
facts developed by our questionnaire 
would prove of great value, if it were 
possible to open the subject up for gen- 
eral discussion on the floor of our con- 
vention, the time required to go into 
the same in that manner precludes its 
possibility. 


“Your committee believe, however, 
that if you are willing to impose in them 
the necessary confidence to permit their 
drawing reasonable conclusions from 
the information submitted, they will be 
able to present to the manufacturing in- 
terests a group of suggestions which 
will tend to bring about a closer under- 
standing of our mutual problems, and 
result in more satisfactory policies and 
practices during the ensuing season. 

“Tt is interesting to observe, in spite 
of the succeeding record-breaking years 
just past, that this great industry con- 
tinues to grow by leaps and bounds, in 
all sections of the country. 

“With the inclusion of refrigerators 
as an item eligible for consideration 
under the Federal Housing Act, the late 
summer, fall and winter sales of domes- 
tic refrigerators have been and will 
continue to be of record-breaking size. 

“The wholesaler has proven his in- 
dispensable worth to the refrigeration 
industry. So well has he done the job 
that a large number of factory sales 
branches, which until recent years oper- 
ated in many of the principal sections 
of the country, have been abandoned in 
favor of distributor representation. 

“By and large, the electrical whole- 
saler doing a specialized merchandis- 
ing job finds electric refrigeration a 
most profitable and desirable specialty 
line, which continues to hold forth a 
very satisfactory and interesting volume 
of business.” 

* 


Dr. Frederick To Advise 
On Wholesale Census 


Prof. John H. Frederick, who has 
been a frequent contributor to ELEctTRI- 
CAL WHOLESALING, has been retained in 
a consulting and advisory capacity by the 
Census Bureau in connection with the 
wholesale division of the forthcoming 
Census of Business. 
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“Why Wholesaler Distribution? 


Eight practical benefits are obtained by manufacturers who 
market their goods through wholesale channels 


By FLINT GARRISON 


Director-General, 
Wholesale Dry Goods Institute 


HESE statements which I wish to 

make regarding wholesaling I find 
can best be organized and presented as 
affirmative propositions, so I shall offer 
them to you in that form. I will not 
take time to fully prove or demonstrate 
each proposition, but each is susceptible 
of complete proof. 

1. The bulk of goods produced in the 
United States is distributed through 
wholesalers. 

This statement, which is directly con- 
trary to popular belief, has by Govern- 
ment statistics, been definitely estab- 
lished as a fact. The United States 
census of distribution for 1933 gives 
the total wholesale trade of the United 
States as $32 billions, and the total re- 
tail trade of the same year as $25 bil- 
lions. The paradox of the wholesale 
trade exceeding the retail trade of the 
country is explained by the fact of a 
vast wholesale trade in materials and 
commodities which never enter the con- 
sumers’ market and, therefore, is never 
reflected in retail sales. 

2. Wholesale establishments in the 
United States are increasing and not 
decreasing in number. 

Contrary to popular belief, there were 
more wholesale establishments in the 
United States in 1933 than were in exis- 
tence in 1929. What is even more sig- 
nificant, this statement specifically ap- 
plies to what we know as “Full Service 
Wholesalers,” listed in the 1933 United 
States Census as “Wholesalers Proper,” 
as distinguished from chain store ware- 
houses, manufacturers’ sales branches, 
agents, brokers, or other types of so- 
called wholesale establishments. There 
were in the United States in 1933, 
82,844 “Wholesalers Proper” as com- 
pared with 79,784 in 1929, or an in- 
crease of 3.8 per cent in numbers, not- 
withstanding a drop of more than 50 
per cent in dollar volume of the coun- 
try’s total business. 

3. Wholesale distribution does not add 
to the cost but actually reduces the cost 
of distribution. 

The truth of this statement may be 
established by several types of evidence. 
I will suggest three of the types: 

(a) When direct selling from manu- 
facturer to retailer is substituted for 
distribution through wholesalers, the 
selling and administrative costs of manu- 





*From an address delivered at a recent 
convention of the American Cotton Manu- 
facturers’ Association. 


facturers and the operating costs of re- 
tailers are both increased, often dras- 
tically increased. 

(b) A group of mills selling exclu- 
sively to the retail trade recently en- 
gaged a firm of industrial engineers to 
analyze their operations, which analysis 
disclosed combined selling and adminis- 
trative costs of 31.8 per cent of sales as 
the average for the group. This is con- 
siderably greater than the combined sell- 
ing and administrative costs of manu- 
facturers selling to wholesalers, plus the 
selling and administrative costs of whole- 
salers, producing and distributing the 
same class of goods. 

(c) Experiments made by a number 
of individual producers have shown 
that wholesalers can effect the distri- 
bution of a manufacturer’s product 
more economically than the manufac- 
turer can secure it for himself. 

4. The individuality and independence 
of manufacturers depend upon the pres- 
ervation of a large body of independent 
retailers. 

For a generation or more we have 
seen the producer and the distributor 
contesting for the possession of the con- 
sumer’s good will. In past years this 
good will was possessed decisively by 
the producer. The manufacturer identi- 
fied his products and made them known 
to the consumer. The consumer asked 
for the goods and the distributors at 
wholesale and retail supplied them. The 
manufacturer took the initiative in styl- 
ing and pricing his goods. He was con- 
sequently able to realize the profit of 
the entrepreneur. 


With the growth of mass distribution, 
the manufacturer has definitely lost the 
advantage which he previously enjoyed 
in the possession of the consumer’s good 
will. The distributor has captured the 
prize. The mass distributor has the 
power to create and promote the sale 
of his own brands. He, therefore, buys 
more and more on specification, and 
the producer must bid for his business 
against the field. This tends to reduce 
the manufacturer to the level of a con- 
tractor, auctioning his services and fix- 
ing their value by the lowest bid. 

The typical independent retailer can- 
not successfully create and promote his 
own brands, therefore his success de- 
pends largely upon the promotion of 
the manufacturer’s brands. The indi- 
viduality and entrepreneurial position of 
the manufacturer can be maintained only 
if a large body of independent retailers 
can be sustained. 

5. The continued existence of inde- 
pendent retailing depends upon the dis- 
tribution service supplied by whole- 
saling. 

This proposition can easily be proven 
by simple arithmetic. Imagine 50 retail- 
ers each ordering an item from 10 
manufacturers. 500 orders go out from 
retailers, 500 shipments come back from 
manufacturers; 1,000 transactions are 
required to requisition and supply the 
needed merchandise. Imagine the same 
50 retailers ordering the same 10 items 
from a wholesaler; 50 orders go out 
from retailers, 50 shipments come back 
from the wholesaler; 10 orders go out 
from the wholesaler, 10 shipments come 
back from manufacturers ; a total of 120 
transactions are thus required to requisi- 
tion and supply the same needed mer- 
chandise, or a saving of 880 out of a 
total of 1,000 transactions. Multiply 
this by many thousands and the im- 
possibility of supplying independent 
retailers without the service of whole- 








+ Eighteen Strong. Members of the Electric Supply Co., Des Moines, join 
with representatives of their suppliers for a successful sales meeting. 

Front row (left to right): A. B. Smedley, Anaconda Wire & Cable Co.; 
J. J. Irvin, C. G. Weatherwax, Max McCoy, L. A. Bodkin, C. E. Harding, 
E. H. Baber and R. L. Carter, all of the Electric Supply Co. 

Back row (left to right): Larry Kelly, Anaconda Wire & Cable Co.; 
N. J. Driscoll, Square D Co.; Bill Dalstrom, Bryant Electric Co.; L. C. 
Sarles, Chicago Flexible Shaft Co.; E. L. Harris, Manning Bowman Co.; 
Ivar Stockel, Benjamin Electric Mfg. Co.; Geo. Fletcher, General Electric 
Co. (lamps); Geo. H. Cole, United States Electric Co.; G. W. Gallup, Buss- 
mann Mfg. Co., and Ernest E. Hewitt, Duncan Electric Mfg. Co. 


November 1935 — ELECTRICAL WHOLESALING 


25 
































40. In room of National Electric Products Co.; W. C. Robin- 
son, Jr., H. E. Colliver, R. E. Curtis, E. M. Nelson. 
41. Saul Weinress, Efengee Electrical Supply Co., Chicago; 


Art Anixter, Englewood Electrical Supply Co., Chicago. 





42. Henry Czech, Westinghouse Electric Supply Co., Mil- 
waukee; J. J. Moffett, Westinghouse Electric Supply Co., 
Chicago; Stan Hull, Westinghouse Lamp Co., Chicago. 





salers becomes apparent. It is mathe- 
matically impossible for the average 
independent retail store to maintain con- 
tact with the original producers of the 
many thousands of items it carried. It 
is equally impossible for producers to 
maintain direct contact with all the 
many thousands of retail outlets through 
which manufactured goods reach ulti- 
mate consumers. 

6. Orderly and efficient wholesale dis- 
tribution is vital to the independence of 
retailers and manufacturers alike. 

The continued existence of independ- 
ent retailers depends upon it; the pres- 
ervation of the initiative and individu- 
ality of the majority of manufacturers 
likewise rests upon it. 

7. No orderly or efficient form of 
wholesale distribution can be main- 
tained if the wholesaler’s business is de- 
moralized or undermined by his sources 
of supply. 

There has grown up in recent years 
a form of dual selling, under which a 
manufacturer secured economies in pro- 
duction and low cost distribution 
through his volume operations with 
wholesalers, and then undermines the 
business of wholesalers by selling a 
minor portion of his product to retailers 
at the same price at which the greater 
portion of his product is sold to whole- 
salers. This at once produces an unfair 
competitive situation, which definitely 
discriminates against those retailers who 
are. supplied through wholesalers, and 
gives an unjust advantage to those re- 
tailers who are supplied by the manu- 
facturer direct. The manufacturer by 
this action automatically announces that 
the wholesaler is not a proper source 
for his goods and thus confuses, dis- 
organizes and demoralizes the business 
of any wholesaler attempting to distrib- 
ute that manufacturer’s product. 

No fault can be found with a manu- 
facturer who chooses to eliminate 
wholesale distribution altogether and to 
deal with retailers direct, but very grave 
ground exists for complaint against anv 
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manufacturer who chooses to reach one 
group of retailers direct and to reach an- 
other group of retailers indirectly 
through wholesalers, yet makes no dis- 
tinction between his prices to retailers 
and his prices to wholesalers. This can 
result only in unfair price discrimina- 
tion against certain classes of retailers, 
and complete demoralization of the busi- 
ness of wholesalers. 

8. It costs more to sell to retailers 
than it costs to sell to wholesalers. 

The truth of this statement has been 
definitely and authoritatively established. 
A report on the hosiery industry, made 
by the United States Department of 
Commerce, showed the operating re- 
sults of mills selling to retailers com- 
pared with the costs of mills selling to 
wholesalers. The combined selling and 
administrative costs of 43 manufactur- 
ers selling exclusively or more than 90 
per cent to wholesalers averaged 7.18 
per cent of sales, while 17 mills selling 
exclusively or more than 90 per cent to 
retailers showed average combined sell- 
ing and administrative costs of 16.64 
per cent of sales. The mills selling to 
wholesalers showed an average com- 
bined selling and administrative cost 8.83 
per cent lower than the mills selling to 
retailers. 

9. Sound distribution through whole- 
salers can be foundationed only on close 
cooperation with wholesalers. 

Lost motion, friction and working at 
cross purposes between any units of 
distribution create an extravagant ex- 
penditure of effort that literally cannot 
be sustained on the narrow operating 
margins now imposed by modern com- 
petitive conditions. The ancient prov- 
erb, “A house divided against itself 
cannot stand,” today may be more truth- 
fully applied to distribution than it was 
in ancient times to warfare. 

This brings me to the point which I 
wish to especially emphasize in this 
discussion. Cooperation in distribution 
must mean exactly what the word 
means: operating together. Buver and 
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seller cannot hope for profit or lasting 
satisfaction to either if they continuously 
work at cross purposes, and by their 
actions tend to defeat each other’s proper 
objectives. 

Two lines of action, when followed by 
manufacturers, make cooperative action 
from wholesalers a practical impossi- 
bility. 

1. A Wholesaler cannot cooperatively 
handle a manufacturer’s product if the 
manufacturer’s price policy unfairly dis- 
criminates against that wholesaler’s cus- 
tomers. To be specific: If a manufac- 
turer sells his goods to a wholesaler, 
and then offers the same goods at the 
same price paid by the wholesaler to 
that wholesaler’s customers or to the 
competitors of that wholesaler’s cus- 
tomers, either through group buying of- 
fices or direct, then there is no possible 
way for that wholesaler to dispose of 
the goods on a fair and profitable basis. 
He must either: 

(a) Attempt to overcharge his cus- 
tomers for an item which they or their 
competitors can buy more cheaply from 
the manufacturer direct, or (b) Sell 
the goods at cost. 

The one method is unfair, the other is 
unprofitable and no other course is open 
to him. 

Selling to retailers, either direct or 
through group buying offices, at the 
same price at which the goods are sold 
to wholesalers is, therefore, incompatible 
with orderly distribution through whole- 
salers. No wholesaler can afford to co- 


operate in such a program. This is a’ 


primary principle which must be kept 
in mind by any manufacturer seeking 
orderly and cooperative distribution 
through wholesalers. 

2. Neither wholesalers nor independ- 
ent retailers can cooperatively handle a 
manufacturer’s branded or identified 
goods, if goods of the same identity are 
sold to the chains on a basis enabling 
the chains to undercut the independents. 
That course consistently followed, will 
mean the ultimate destruction of man- 





ERHAPS even the user himself doesn't 

care very much whether or not the 
corners of his safety switch boxes are 
tight and square. Perhaps it doesn’t mat- 
ter whether or not the box front closes 
easily or must be slammed. 

But such things matter to Cutler- 
Hammer. They matter because C-H be- 
lieves that Safety Switch performance is 
a matter of detailed perfection . . . and 
so every detail is vital. 

Look to the other C-H Safety Switch 
details — the true, strong hinges — the 
flake-proof finish that resists corrosion— 
the clean-cut, extra-quality switch hooks 


| CUTLER-HAMMER &3 SAFETY 





—the precise way in which the blades 
engage their clips—the snap and cer- 
tainty of operation—all details, and 
every one well engineered. Compare 
C-H Safety Switches with all others, de- 
tail for detail, and convince yourself! 

Cutler-Hammer’s attention to details 
explains the preference for Cutler- 
Hammer Safety Switches, and explains 
why they are featured by alert contract- 
ors and independent electrical whole- 
salers everywhere. CUTLER -HAMMER, 
Inc., Pioneer Manufacturers of Electric Con- 
trol Apparatus, 1327 St. Paul Avenue, 
Milwaukee, Wis. 


@ The C-H line includes all types and sizes 
of Standard, Weatherproof and Explosion- 
Proof Safety Switches, and Meter and Range 
Switches for every locality—ail built to the 
famous C-H Control Leadership Standards. 
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ufacturers’ brands with relatively few 
exceptions. The independent retailer 
and the wholesaler must both abandon 
manufacturers’ brands sold in that man- 
ner or be driven out of business. On 
the other hand, the chain will handle a 
manufacturer’s brand only so long as 
the chain can use it for price cutting 
purposes. When the chain can no longer 
use the manufacturer’s brand to show 
its superiority over independents, its 
primary interest will be to concentrate 
on its own brand. 

This is the second principle which 
must be kept in mind by any manufac- 
turer desiring to develop orderly and co- 
operative distribution through whole- 
salers. 

With these two negative factors re- 
moved a rather rich field is opened to 
the manufacturer who desires to secure 
the cooperation of wholesalers. 





+ Capable and Willing Hands carry on while P. E. Palmer, of the Palmer 


Electric Co., Seattle, Wash., inspects the San Diego Exposition. 


From 


the left?' Herbert Thornton, salesman; Joe Sund, stock man; W. E. Cornell, 
sales manager; Robert Manus, billing clerk; V. I. White, salesman. 
a 





The Principal Functions 
Of the Wholesaler 


Nine operations necessary for the proper discharge of the 
wholesaler’s major functions are listed in the Census of Ameri- 


can Business. 


MOST imposing array of business 

establishments, whose function it is 
to bridge the gap between producer and 
consumer, operate in the wholesale field. 
The two principal functions of these es- 
tablishments, particularly in the case of 
wholesalers proper, are to act as pur- 
chasing agents for retailers and other 
customers on the one hand, and to oper- 
ate as distributors of the goods of manu- 
facturers and processors on the other. 


To discharge these major functions 
properly, it behooves wholesale estab- 
lishments as a group to perform, among 
others, the following principal opera- 
tions: 

1. To assemble for retailers and for 
industrial consumers, a large variety of 
merchandise from numerous domestic 
and foreign sources of supply, in order 
to facilitate buying under one roof on 
the part of their customers. 
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+ Another Truckload of lighting equipment leaves Graybar’s Flint, Mich., 


house. 


consisting of four Graybarites and the purchaser. 
A. G. Bird, sales manager, is next; then M. H. Dun- 


warehouse supervisor. 


Seeing that it leaves in first class shape is the “send-off” committee 


At the left is Dale Wolfe, 


ham, owner, Genesee Electric Co., Mrs. Pickett, stenographer, and T. R. 


Macaulay, service supervisor. 
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2. To store goods until needed by the 
trade. Because of the seasonal nature 
of production in agriculture on the one 
hand, and the seasonal character of 
demand for many manufactured goods 
on the other, it is essential that reser- 
voirs be provided at strategic points 
throughout the nation to carry the 
physical inventories which these essen- 
tial reserves represent. The wholesaler 
has performed this function tradition- 
ally and still continues to do so, 
although frequently assisted in modern 
times, by public warehouses, manufac- 
turers’ warehouses, chain-store ware- 
houses, and places provided by other 
types of integrated trading institutions, 
such as department stores and mail- 
order houses. Whoever performs this 
task, the necessity for providing storage 
for surplus reserves of merchandise in 
relatively close proximity to consuming 
centers, is assuming an _ inescapable 
wholesale function. 

3. To study the needs of the trade, 
quantitatively and qualitatively, in order 
to make proper goods available in suit- 
able lots for prompt delivery. 

4. To establish business connections 
with retailers, industrial consumers, 
and other wholesale organizations to 
which the goods are passed on in their 
movement to final destination. This 
function involves advertising, personal 
solicitation, or communication by mail, 
telephone, or telegraph. 

5. To furnish financial assistance to 
sources of supply and to provide credit 
accomodations to customers. 

6. To study market conditions and to 
gather and interpret all data affecting 
the movement of merchandise and the 
prices of the various commodities in- 
volved. 

7. To render advice and assistance to 
customers in order to facilitate the flow 
of goods to final destination and to ele- 
vate retail merchandising to a higher 
plane of efficiency. 
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Modernize Show Windows with 
“Attraction-Zone” Lighting 


Trade Mark 


Better show window lighting that stops more shoppers and sells more 
goods is the first step toward modernizing stores. 

"Attraction-Zone™ Lighting is a new principle in merchandising with 
light. A new X-Ray Reflector with new engineering design principle pro- 
duces the combined lighting result formerly had from both regular re- 
flectors and interior floodlights. 

"Attraction-Zone" Lighting provides brighter windows using same size 
lamps,—has same operating cost as at present. No new wiring needed. 
Use present outlets. 

No. 420 "Master" is 150 watt size. No. 530 "Monarch" is 200 watt size. 
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Tested Merehandising Ideas 


Food Window Dramatizes 
Refrigerator Savings 


Capitalizing on the modern selling 
theme which emphasizes possible sav- 
ings from the installation of modern 
equipment, a refrigerator dealer in 
Pennsylvania has hit upon a highly 
dramatic and effective window display. 
It is built around the food saving that 
a refrigerator should effect within a 
year. 

Calculated on the basis of quantity 
buying, which electric refrigeration 
makes possible, this Westinghouse 
dealer figured that one of the units could 
save the housewife $100 in foodstuffs 
during the year. Figuring other econo- 
mies, such as bargain buying and oper- 
ating savings, he calculated that within 
two years the savings would pay for the 
box and that thereafter it would continue 
to pay back the owner at the rate of 
$100 to $125 per year. 

He then proceeded to put a refrigera- 
tor in the center of his window. All 
around it he grouped displays of canned 
goods until they totaled $100 in value. 
At one side he placed a sign which an- 
nounced that the refrigerator on display 
would give the purchaser $100 worth of 
groceries free each week. The sign then 
extended an invitation to “Come in and 
ask us about it.” 

And they did come in. Furthermore 
the dramatic appeal of the piles of 
canned goods that the refrigerator would 
save for them had made a deep impres- 
sion. They were ready to buy. Sales 
took a high jump. 

Another dealer also met with much 
success with a similar idea. He worked 
out a window on a monthly savings basis 
and used all types of foodstuffs in his 
display. 


Sales Contest “Cashes In” 
On Training Program 


Quite often the dealer or his sales 
manager take the time and the trouble 
to provide the necessary training for the 
salesmen only to feel that the lack of 
some “follow-up” plan prevents them 
from getting maximum results from 
their efforts. In other words, the men 
walk out of the course filled with en- 
thusiasm but lose much of it unless they 
have some sales drive to keep it at high 
pitch. 

A Kelvinator dealer in Pennsylvania 
solved this problem with a sales con- 
test. After the course had been com- 
pleted, he divided his men into two 
teams. Each team was awarded points 
on the following basis: 

Five points when members of the 
team reported to the store on or before 
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wholesaler’s 
salesman 
can pass on 


to his dealers 











8:30 in the morning; five points for 
each card filled out for a prospect; five 
points for each night call; 10 points 
for each field sale and 20 points for each 
sale closed on the floor to new prospects. 

This dealer found that the contest 
was of value in a number of ways. It 
gave him an opportunity to check the 
results of his training course. It cap- 
italized on the enthusiasm of the men 
while it was at a high pitch. It served 
to instill a spirit of cooperation in the 
men and remind them that their job 
was to build sales for the store and not 
just for themselves. Each man “jacked- 
up” the other so that the side he was 
on would come out on top. 

The prizes were awarded at a din- 
ner which celebrated the end of the con- 
test. The reports at the dinner gave 
ample evidence that the training pro- 
gram and the contest had produced real 
results. 








+ Fixture Specialist: Robert J. 
(Bob) Smith handles fixtures and 
lamp sales for the Tomberg Elec- 
tric Supply Co. of Williamsport, Pa. 
Mr. Smith’s unique method of 
working with the contractor was 
described in the September number 
of ELecrricAL WHOLESALING. 





Clothes On The Line Bring 
Leads For Ironers 


Here’s a “Johnny-on-the-spot” idea 
which has sold a host of irons and 
ironers for a Western dealer. On Mon- 
days, the time-honored day for attention 
to the laundry, he places an ironer and 
several irons in his car and starts off 
on a tour of the residential sections of 
the city. 

Wherever he spots clothes on the line, 
he pulls up and makes a call. Mrs. 
Housewife is already weary with the 
laundering job and her sales resistance 
to the help which the salesman offers 
her is at a low ebb. Naturally, he 
stresses the fact that it is his job to 
see that the women of the city realize 
the help that electricity can be to them 
in the tedious job of ironing. He offers 
to give a demonstration on the spot and 
in so doing, to relieve her of her after- 
noon of hard work. 

In a surprising number of cases, she 
accepts. The speed with which the iron- 
ing is completed is the more impressive 
because she had been dreading the job 
before her. He closes his afternoon’s 
work with a careful explanation of how 
small and convenient payments will 
bring her this freedom from part of her 
Monday labors every week. 


Ice-cube Delivery Service 
Sells Refrigerators 


Trays of ice-cubes rank high on the 
roster of salesmen for a Michigan 
dealer. In all of his advertising, whether 
it be in the newspapers, his windows 
or in the interior of his store, he offers 
to deliver two trays of cubes to any 
home in the city where the refrigerat- 
ing unit has given out or where the ice 
has run low at a critical time. A phone 
call before 11 P.M. is all that is re- 
quired for the service. 

The calls for the cubes, of course, 
furnish the dealer with a list of people 
who either have no electric refrigerator 
or are suffering annoyance and incon- 
venience with the one they have. In 
his later sales call, he takes care to 
stress the uninterrupted service that his 
line of refrigerators will give. 

Though this ice-cube delivery has 
brought the dealer considerable direct 
business, he feels that the unique serv- 
ice is even more valuable to him in 
publicizing his business. When his mes- 
senger arrives in the midst of a party 
with a fresh supply of ice-cubes, the 
guests as well as the host are struck 
with the odd service and they remember 
his store when they are in the market 
for an electrical appliance. 
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Trade Associations 





Pacific Wholesalers Meet 
At Coronado Beach 


The fall meeting of the Pacific Di- 
vision, NEWA, was held at Coronado 
Beach, Cal., October 28-30. Ross Hart- 
ley, president, The Electric Corp., Los 
Angeles, and H. L. Harper, district man- 
ager, Graybar Electric Co., Los Angeles, 
who attended the national convention, in 
Chicago, as the delegates of the Pacific 
Division, presented reports of the ses- 
sions held at the Drake Hotel, October 


14 to 18. 
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Industrial Trade Show 
Held In Kansas City 


Under the auspices of the Electric 
and Radio Association of Kansas City, 
an industrial trade show was held at 
the Hotel President, October 24 and 25. 
All available space was taken by 31 
manufacturers whose exhibits displayed 
the most modern electrical equipment 
and materials used in industrial and 
commercial establishments. Invitations 
were extended to over 2,000 industrial 
and _ building managers, purchasing 
agents, electrical maintenance engi- 
neers, architects and builders. 


Contractors Association 
Elects Peak President 


Earl N. Peak, president and general 
manager of the Marshall Electric Co., 
Marshalltown, Iowa, was elected presi- 
dent of the National Electrical Con- 
tractors Association at its recent con- 
vention in Chicago. 


Mr. Peak has been active in associa- 
tion work for many years, having been 
one of the organizers of the Iowa As- 
sociation of Electragists, and a vice 
president of the NECA for several 
years. He was the organizer of the 
Marshall Electric Co. 


National Council Plans 
Geographical Units 


A meeting of the National Council 
of Electrical Wholesaler Associations 
was held at the Drake Hotel, Chicago, 
on Sunday, October 13, immediately 
preceding the NEWA convention. 

The Council reaffirmed its policy of 
functioning as a clearing house for vari- 
ous local groups and again went on 
record that its objectives in no way con- 
flicted with the work of NEWA. 

A plan was developed whereby inde- 
pendent wholesalers in any trading area, 
where there is no local association which 
is a member of the Council, may form 
informal local groups for the purpose 
of becoming affiliated with the Council. 


RMA Secures U. S. Financing 
For P.A. Equipment 


The Radio Manufacturers’ Associa- 
tion has secured a ruling from FHA 
that public address systems of a perma- 
nent character are eligible for financing 
under its modernization credit plan. The 
decision permits FHA financing for 
public address equipment in apartment 
houses, hotels, office and other commer- 
cial buildings, hospitals, orphanages, 








+ The Greatest Show Since 1931. 


More than 120,000 people passed through the turnstiles. 


a Such was the opinion of both ex- 
hibitors and patrons as the Eighth Annual Electric and Radio Show con- 
cluded a week’s run at the Convention Hall in Philadelphia on October 12. 


Sales of radio 


and electrical appliances and the number of live prospects secured at the 
show surpassed all expectations. George R. Conover planned and arranged 


the exhibit. 


32 


colleges, factories and especially in 
schools. The latter market is es- 
pecially important in view of the de- 
velopment of and expenditures in school 
structures by PWA. 

Availability of FHA financing is 
made under revised regulations of the 
federal agency. The specific ruling re- 
ceived by RMA states that “public ad- 
dress systems which are actually built 
into a Class A structure so as to become 
a part of the realty may qualify under 
the Modernization Credit Plan, provided 
all stipulations of the regulations are 
met.” The Class A structures referred 
to include almost every type except pri- 
vate dwellings and in the latter built- 
in radio is also eligible for FHA 
financing. 


REA Issues Booklets On. 
Rural Electrification 


Under the title of, “What Every 
Farm Leader Should Know About 
Rural Electrification” and “Light and 
Power For the Farm,” the Rural Elec- 
trification Administration has issued 
two educational booklets dealing with 
the electrified farm. The former out- 
lines in detail the plans and functioning 
of the REA. It attempts to answer all 
questions of procedure in obtaining a 
rural electrification loan. 

The second booklet is designed to in- 
terest the farmer in electrifying his 
home and his farm. It points out what 
electricity can do for him and how he 
can cooperate with his neighbors to 
get it. 
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Frank C. Jones Reelected 
At NEMA Meeting 


After a year of active service to 
NEMA, Frank C. Jones, president of 
the Okonite Co., was reelected presi- 
dent of the association at the annual 
meeting held in Chicago last month. 

R. H. Goodwillie, works manager of 
the Otis Elevator Co., was reelected 
treasurer of the association. 


New FHA “Talkie” Deals With 
Industrial Modernization 


The Federal Housing Administration 
has recently produced a new talking 
movie picture film featuring possibili- 


ties in connection with the $50,000 ° 


amendment to the National Housing 
Act under Title I. 

The title of this new film is “Modern- 
izing for Profit.” It is a talking movie 
dealing with modernization of indus- 
trial plants and requires about eleven 
minutes for showing. 

This film is available at all Federal 
Housing Administration state and dis- 
trict offices and also can be procured 
for a small fee from the Western Union 
offices in the large cities. 
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Wholesalers Active In Buffalo’s 
Industrial Lighting Drive 


Salesmen of Buffalo wholesalers are 
taking an active part in the Fall Light- 
ing Sales Contest, sponsored by the 
Electrical League of the Niagara 
Frontier. The contest opened September 
16, and runs until December 5. Accord- 
ing to S. S. Vineberg, secretary of the 
league, at the end of the first four weeks 
wholesalers’ salesmen had reported sales 
of modernized lighting equipment total- 
ling in excess of 200 kw., and not in- 
cluding any new buildings or completely 
modernized buildings. 

Two additional broadsides were mailed 
by the league during October to 2,450 
industrial plant executives, such as man- 
agers, superintendents, engineers and 
electricians. These were entitled, “How 
many eyes do you employ in your plant ?” 
and, “Are you sure the lighting in your 
plant is right ?” 
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Raymond Rosen Celebrates 
Opening of New Quarters 


Formal dedication ceremonies, open 
house and an elaborate banquet and en- 
tertainment at the Bellevue Stratford 
Hotel marked the opening of Raymond 
Rosen & Co.’s ultra-modern quarters at 
32nd and Walnut Sts., Philadelphia, on 
September 23. 

Showrooms, offices and warehouse oc- 
cupy two floors of a modern industrial 
building located right on the main line 
of the Pennsylvania railroad. The de- 
luxe display room extends across the 
entire front of the first floor. Offices and 


condi- 
tioned. On the second floor is an audi- 
torium seating 100, where dealer meet- 
ings will be held. Radios are stocked on 


service departments are air 


the first floor, refrigerators on the 
second, which also has loading plat- 
forms for trucks reached by an outside 
ramp. 
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Fife Improves Quarters 


Under the watchful eye of D. L. Fife, 
president, headquarters of the Fife Elec- 
tric Supply Co., Detroit, are undergoing 
renovation. Office space is _ being 
doubled, a new washroom is in the 
process of installation and new lighting 
is adding a modern touch. 


Des Roberts Supply Appointed 
G-E Distributor 


The Des Roberts Electric Supply Co., 
Lynn, Mass., has announced its appoint- 
ment as a distributor of G-E construc- 
tion materials by the merchandise de- 
partment of the General Electric Co., 
Bridgeport, Conn. 


Kubec Electric Holds 
Fall Open House 


With entertainment, prizes and re- 
freshments, the Kubec Electric Co. held 
their “Fall Open House” and display 
at their headquarters, 628 W. Jackson 
Blvd., Chicago, on October 10. Holiday 








+ His Honor Turns The Golden Key at the dedication of Raymond Rosen 


& Co.’s new home at 32nd and Walnut Sts., Philadelphia. 


From the left: 


Joseph Wurzel, treasurer, and Alfred J. Slap, secretary, of Raymond Rosen 
& Co.; Judge Theodore Rosen (Ray’s brother); J. Hampton Moore, mayor 
of Philadelphia, and, at the extreme right, the genial, dynamic Raymond 


Rosen, himself. 
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items featured the showing of appli- 


ances. 
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Westinghouse Supply Opens 
New Salt Lake City Home 


With 24,000 sq.ft. of floor space, the 
new home of the Westinghouse Electric 
Supply Co., 235 W. South Temple St., 
Salt Lake City, was opened for business 
last month. An elaborate party and 
“merchandise carnival” featured the 
opening. 

The building has a two-story front 
with a single-story warehouse in the 
rear. Private railroad tracks enter the 
building from the side. 


Nelson Electric Supply 
Plans New Branch 


On or before January 1, the Nelson 
Electric Supply Co., Tulsa, plans to open 
a branch house in Oklahoma City and to 
extend its operations to cover western 
Oklahoma. This will be the third house 
to be operated by this company, which 
also maintains a branch in Dallas. 


Waterbury Electric Supply 
Organized by “Moe” Cartin 


Morris Cartin, president of the Capi- 
tal Light & Supply Co., Hartford, 
Conn., has recently extended his opera- 
tions. to include the Naugatuck Valley. 
A new concern, the Waterbury Electric 
Supply Co. has been organized to serve 
this territory, with office and warehouse 
at 76 Jefferson St., Waterbury. 


Reichardt Electric Issues 
First Complete Catalog 


With a two-color cover and 44 pages 
devoted to illustrations and descriptions 
of their complete line, the Reichardt 
Electric Co., 1011 Wood St., Dallas, has 
issued their first catalog to the trade. 
It is 9x12 in. in size and has a stiff 
paper cover. A complete index on the 
inside of the back cover adds greatly to 
the usability of the catalog. 


Federal Reserve Report 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of August: 


To 
August 1935 with | date 
with 
Federal Reserve} July | August | year 

District 1935 1934 ago 








8 eee +11.5} +61.3} +19.5 
Philadelphia...| — 9 —11 + 1 











San Francisco..| — 2.2 +35.9| +31.4 
St. Louis......} — 6.6 +32.3} +18.2 
oo an +16.1 +30.5| +21.1 
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Takes 4-inch Standard Be 
and Standard Cover! 


DESIGNED to take advantage of the fast-growing residential 
building market and the increased demand for electric cook- 
ing... Straight-in wiring with solderless connections ensure 
fast, easy installation... Takes standard square 4” wall box 
and standard 2-gang raised switch cover... With these 
economy-features is the added attraction of MODERATE PRICE. 


Receptacle is of BAKELITE, designed for use with new Bake- 
lite Range Cap No. 7952 or standard rubber connection cords. 
The plate — standard brush brass finish — has ground slots 
and contacts. Sets FLUSH in the wall, out of the way and goes 
neatly in shallow residential partitions. 


spate de data at right is for use in making up your requirements. 
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NEW FLUSH RANGE OUTLET Std. Pkg. Carton 

No. 7987 — Receptacle only 10 2 

No. 7988 — Plate|only, .040" @D 10 2 

No. 7989 — Plate ‘on nly7060" 10 2 

No. 7990 — Receptaéle.and..c and-.040" Plate 10 2 

No. 7991 — Receptatle and..0 060" Plate 10 2 
ren) 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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Personals 





Ep Jeep has joined the sales organiza- 
tion of the Barrett Electrical Supply Co., 
St. Louis. He has a wide acquaintance 
among the electrical trade. JoHNn PIN- 
TER is now selling after a period of ef- 
ficient service in handling orders at the 
counter and in the office. 

M. M. Rocuester and T. H. GirLMorE 
are now engaged in sales work for the 
Graybar Electric Co., Wichita, Kansas. 
GrorcGeE CAMPBELL is a new member of 
the inside force. 

Curtis G. LocGAn, Jr., has been trans- 
ferred from the service department of 
the Westinghouse Electric Supply Co., 
Jacksonville, Fla., to the sales depart- 
ment of the Tampa house. 

M. L. PARRETTE is now serving at the 
city counter of the Northland Electric 
Supply Co., Minneapolis. Parrette was 
formerly an electrical contractor. He 
has been associated with the Belmont 
Corp. and the Twin City Electric Co. 

Ropert L. McCattey has been placed 
in charge of the transformer department 
of the Monumental Electrical Supply 
Co., Baltimore. GEoRGE SHEFFER has 
been added to the inside staff as stock 
clerk. 

Paut West has been appointed sales 
manager of the Doubleday-Hill Electric 
Co. of the South, Washington, D. C. 

CLARENCE (“CHICK”) WALTHER has 
been transferred from Detroit to the 
New England office of the Bull Dog 
Electric Products Co. at Boston, where 
he is cultivating the acquaintance of 
northeastern wholesalers and other elec- 








+ Caught At Last. After numer- 
ous attempts J. Raine, sales man- 
ager of the Tacoma, Wash., branch 
of Graybar, was cornered in his 


office. He was promptly led to the 
bar of justice. Raine has been in 
Tacoma for three years. He came 
there from the Seattle house, with 
a number of years of all-round 
experience. 
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trical men under A. S. Hutchins, re- 
cently appointed head of the above office 
of the company. “Chick” spent four 
years handling estimates for Bull Dog on 
various governmental projects at Wash- 
ington, D. C., prior to his return to the 
factory in Michigan. 

Wa ter Lyncu, formerly credit man 
for the H. M. Tower Co., Boston, has 
been appointed office manager and credit 
man for the Union Electrical Supply 
Corp., Boston. 

H. E. Brown, previously with the 
Supplee-Biddle Co., Philadelphia, has 
joined the staff of the Sager Electrical 
Supply Co., Boston, and will travel 
throughout New England for that 
house. 


S. C. Ross, formerly with the West- 
inghouse Electric & Manufacturing Co., 
Boston, has been appointed outside 
salesman for Boston and vicinity for 
the E. M. F. Electrical Supply Corp., 
Cambridge, Mass. Harry Gtoss, who 
was previously in business for himself 
in Cambridge, has been employed to 
cover Maine, New Hampshire and Ver- 
mont, and Ben RuBEN, who was for- 
merly with the company, has been re- 
employed as a counter salesman in 
Cambridge. 

EpwArpD JoHNSON, formerly of Hart- 
ford, Conn., has joined the Bay State 
Electrical Supply Co., at Waltham, 
Mass., as outside salesman in the New 
England field and Forrest A. Carson, 
formerly with Ralph Pill, Boston, has 
been signed up for similar work. 

HyMANn Ross has been added to the 
staff of the Eagle Electric Supply Co., 
Boston, as a counter man, and the city 
sales force has been strengthened by the 
employment of JosEpH WILLIAMS and 
JosepH TouBAR. 


James Clark, Jr. 


After a lingering illness, James 
Clark, Jr., president of James Clark, Jr. 
Electric Co., Louisville, died on October 
10, at his home in the Kentucky city at 
the age of 66. 

A pioneer member of the old Electri- 
cal Supply Jobber’s Association, Mr. 
Clark’s contact with the electrical sup- 
ply business dates back to 1892 when 
he organized the firm of Cooper and 
Clark, reputed to be the first house of 
its kind in the South. Later the name 
was changed. The company was or- 
ganized only two years after Mr. Clark 
received his degree from the Massa- 
chusetts Institute of Technology. The 
intervening time was spent as an em- 
ployee of the Ohio Valley Telephone Co. 

A large and varied list of activities 
claimed Mr. Clark’s interests. He was 
a director in the First National Bank, 
which his father helped organize. The 





Rotary Club numbered him among its 
charter members and he was also a past 
vice-president of the organization. In 
addition he served as chairman and a 
director of the transportation committee 
of the Louisville Board of Trade; a 
member of the Chapter of Christ Church 
Cathedral; The American Institute of 
Electrical Engineers ; The Electric Club 
of Louisville, and The Engineers and 
Architects Club. 

Mr. Clark is survived by his wife, two 
sons, James Clark, 3rd, and Kennedy H. 
Clark; a brother, Walter S. Clark, 
president of the Southland Electrical 
Supply Co. of Louisville, and two sis- 
ters, Mrs. A. M. Watson and Mrs. Wil- 
liam H. Courtenay. 


John C. Davidson 


John C. Davidson, manager of the 
electrical department of the Hendrie 





John C. Davidson 


and Bolthoff Mfg. and Supply Co., Den- 
ver, died on October 15, after an illness 
of four weeks. Mr. Davidson had been 
associated with the organization ‘fo 
more than 30 years. 

Born in Chicago 57 years ago, Mr. 
Davidson had been a resident of Denver 
for the past 33 years. His outside inter- 
ests included membership in El Jebel 
Shrine, the Knight Templars, Park 
Hill Masonic Lodge and the Lakewood 
Country Club. 

Mr. Davidson is survived by his wife 
and a daughter, Mrs. Virginia Hinrichs. 


Howard Cox 


Well known to the Michigan electri- 
cal trade, Howard Cox of the Westing- 
house Electric Supply Co., died recently 
at the Detroit Osteopathic Hospital. 
Mr. Cox’had been employed as a sales- 
man by the old Commercial Electric 
Supply Co. and the Westinghouse or- 
ganization for the past 12 years. He 
was born in West Branch, Mich., in 
1891. He is survived by his daughter, 
Thalia. 
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Now —you can sell interior 
communication—by the package! 


And in a new field that has heretofore been beyond the reach of the electrical mer- 
chandising man! 

Unlike so many other new items of electrical merchandise, Serv-U-Fones do not displace 
an existing market. They represent opportunities for new and additional business for 
the alert wholesaler. This is why Serv-U-Fones have achieved such marked success in 
the few months since they were first introduced, and why so many wholesalers, having 
exhausted their initial stocks, are now ordering ‘‘repeats.”’ 


Before Serv-U-Fones were developed, private telephones had to be assembled into sys- 
tems by specialists, sold by technicians, and installed by telephone experts. Today, 
Serv-U-Fone systems offer all of the essential features of more complicated and expen- 
sive systems, but are so designed and packaged that they may be easily understood by 
your salesmen and your dealers, and installed by anyone. 


And the market? Wherever people need to talk together—in business, in the home, 
in the factory, in the office, in the store, anywhere. 





Serv-U-Fones are available in systems of two to eight stations, and are 
priced (for complete systems) from $10.00 up. Full information and 
discount schedules on application. 





AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 WEST VAN BUREN STREET CHICAGO 
oa ceneeneereeenesrmienaninnieneiemeneae nnn cae saeco eee eee 


) November 1935 — ELECTRICAL WHOLESALING 37 























MIATA Onli me 





H. E. Johnson Sales Co. Merges 
With Midwest Distributing 


Consolidation of the H. E. Johnson 
Sales Co., automotive, electrical and 
radio manufacturers’ representatives, 111 
S. Jefferson St., Chicago, and the Mid- 
west Distributing Co., 611 W. Adams 
St., was effected last month. The joint 
business will operate under the Midwest 
name and from the Adams St. address. 

D. O. Hollie is serving as president 
of the consolidated organization and 
H. E. Johnson as vice-president. 


G.E. Promotes Libby To 


Sales Promotion Post 


George H. Libby has been named as 
assistant sales promotion manager of 
trafhe appliances at the merchandise de- 
partment of the General Electric Co., 
Bridgeport, Conn. He will be in charge 
of the promotion of Hotpoint heating 
devices, clocks, fans and sunlamps. 

S. M. Ford, who was formerly with 
the district sales organization of the 
merchandise department at Dubuque, 
Iowa, has been appointed as sales rep- 
resentative in the Hotpoint heating de- 
vice sales section at Bridgeport. 


€ 
Killark Names Agents 
West 


been ap- 


George Richards & Co., 557 
Monroe St., Chicago, have 


pointed as representatives for the Ki.l- 
ark Electric Mfg. Co., St. Louis. Under 
the management of J. P. Hopkins, the 


x 
“ 
a 


News 


company will cover Illinois and South- 
ern Wisconsin. Complete stocks will be 
carried. 

V. L. Warren, 1126 Plymouth Bldg., 
Minneapolis, has been named as Twin 
Cities representative. He will cover 
Minnesota, northern Wisconsin and 
North and South Dakota. 


Lawson Joins Sales Staff 
Of BullDog Products 


Wm. (“Phil’) Lawson has recently 
joined the sales organization of the 
3ullDog Electric Products Co., Detroit, 
and is covering the metropolitan New 
York area. He served as assistant sales 
manager of the Triangle Conduit Co., 
of Brooklyn, from 1928 to 1933, resign- 
ing in March of this year. Prior to 
1928, he was engaged in the import and 
export business in New York. 


Great Public Demand Indicated 
For Short-Wave Programs 


Public interest in short-wave radio 
and its rapid-y expanding use are evi- 
denced by the demand, from newspapers 
as well as the public, of foreign short- 
wave programs. One hundred news- 
papers have been added during the last 
month to those receiving weekly 
foreign short-wave programs from the 
service bureau of the Radio Manutac- 
turers’ Association. With the additions, 
there are now over 700 newspapers re- 
ceiving the weekly short-wave programs 
and news. Many Canadian papers have 





nie 


Flint, Mich. 


i 


+ Conflicting Signs, but the one in front directly affects this foursome from 
Of course when people feel that “Buick’s The Buy” it means 


increased business for this Westinghouse branch as Flint is the Buick home 
W. F. Harper, manager, was about to leave but staved for the picture. On 


his left stands C. 


E. Summers, service manager. 


Miss Raymonde is stenog 


rapher and Mark Perreault handles the counter trade. 
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also subscribed to the RMA program 
service. 

The RMA short-wave program serv- 
ice is furnished without charge to news- 
papers as a new and popular feature for 
the radio listening public which has so 
emphatically evidenced its permanent 
interest in short-wave broadcasting. 


Sickinger Placed In Charge 
Of Standard Stove Office 


W. H. Sickinger will be in charge of 
the central Chicago district office of the 
Standard Electric Stove Co., Toledo. He 
will make his headquarters in the Mer- 
chandise Mart, where the newly created 
office has been established. 

Mr. Sickinger has had a wide experi- 
ence in the field of heating appliances. 
He has been vice-president and _ sales 
manager for the Metal Ware Corp. and 
sales manager for the Rutenber Electric 
Co. 

® 
Max Spaulding with National 


Max L. Spaulding, for many years 
actively connected with the electrical in- 
dustry in the Middle West, through his 
connections with the Trumbull Electric 
& Manufacturing Co., and the General 
Electric Supply Corp., is now located in 
New York as eastern district sales man- 
ager of National Electric Products Corp. 


Couch Names D. K. Post 
As Selling Agent 


Appointment of D. K. Post & Co., 
405 S. Townsend St., Syracuse, as sales 
agents for their complete line of tele- 
phone and signalling apparatus has been 
announced by S. H. Couch Co., North 
Quincy, Mass. The company will cover 
New York State, outside of the metro- 
politan area. 

+ 


Bright Light Executive 
Makes Extensive Tour 


Phil Litner, sales manager, Bright 
Light Reflector Co., has recently re- 
turned to his Brooklyn headquarters 
after spending several weeks making 
initial calls on Bright Light distributors 
in all parts of the country. 


Model Hardware Store 
Dedicated In Chicago 


With more than 275 leading Chicago 
hardware dea'ers and manufacturers in 
attendance, the model hardware store 
of the Chicago Retail Hardware Asso- 
ciation in the Merchandise Mart was 
reopened recently after the third com- 
plete remodeling it has received in five 
years of operation. The store features 
new silver, black and gray fixtures, new 
space-saving methods of display and 
dramatic presentation of merchandise. 
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TO HELP YOUR AGENTS SELL MORE HIGHER WATTAGE 


EDISON MAZDA LAMPS 


KNERAL ELECTRIC is bombarding your agents 

and customers with an average of 750 Mazpa lamp 
advertising messages a minute... to help sell more 
higher wattage lamps! 
This fall. the nation’s leading magazines are carrying 
the added powerful sales appeal that Edison Mazpa 
lamps stay brighter longer. Think of this: If every day 
was a 24-hour working day, and stores and newstands 
were open an equal number of hours, every minute of 
every day an average of 750 more Mazpa lamp mes- 
sages would be delivered to a potential dealer’s cus- 
tomer in home or business... 45,000 an hour... 1.080,- 
000 a day ...day after day and week after week! 
In addition...General Electric offers your agents 
supporting advertising material ... window and store 
displays...to help them tie-in and cash-in on this 
powerful magazine advertising . . . to help sell more 
higher wattage Mazpa lamps. General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 
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they stay brighter longer 





VALUABLE BOOKLET YOURS FREE 


You probably never saw anythinglike this valuable 
new booklet that’s packed with honest, tested, sell- 
ing experiences. It’s called,‘‘ You Can Do It Too”’, 
and tells in short, pithy style the individual sales 
experiences of 47 Mazpa lamp agents... you can 
use this with your lamp agents. Clip this coupon 
below and send for free copies. 






CLIP THIS COUPON! 


Sales Promotion Dept. EWH-11, 
Incandescent Lamp Dept., 
General Electric Co., Nela Park, Cleveland. Ohio. 
Gentlemen : 

Please send free of charge your booklet (Y-5151) “You Can Do It Too”’. 


Name 

Store 

Street 

City Stale 
SSSSSSSSSSSSSSSSSSCEEEEESCESECELC SEL ic Stoo SSeSeeeeeeeeeaeeeeaaeaae 
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A Section Devoted to Manufacturers’ Descriptions of Their Products 





Motor Starter 


Equipped for push button (remote) 
control, this across-the-line motor starter 
is designed for general purpose installa- 
tions. Designated as type A-32, it is rated 
25 hp. at 440 and 550 volts, 15 hp. at 220 
volts and 74 hp. at 110 volts. With a 
temperature overload relay designed on 
the melting alloy principle, manufacturers 
claim greater accuracy as total relay en- 
closure is in a moulded case. Other fea- 
tures include: extra heavy silver contacts, 
vertical make-and-break,  short-stroke 
mechanism, multi-break arc prevention and 
sturdy compact construction. Condit Elec- 
trical Mfg. Co., Boston, Mass.—Electrical 
Wholesaling, November, 1935. 


Neon Test Kit 


Designed to provide a means for prop- 
erly matching the transformer to a Neon 
sign, this portable test kit (Model 9512) 
can be conveniently used both at the shop 
and at the scene of installation. Equip- 
ment includes: 0 to 50MA for measuring 
sign current, or transformer load and 0 
to 150V voltmeter for indicating primary 
input voltage. An auto transformer pro- 
vided with taps and switches permits ac- 
curate determination of “flicker voltage” 
by allowing variation of input voltage to 
the transformer in one volt steps from 55 
to 135 volts. Location of this “flicker 
voltage” immediately indicates whether or 
not the rated secondary voltage of the 
sign transformer is sufficient to safely op- 
erate the sign connected to it. A small kit 
(Model 9524), provided with voltmeter 
only, and delivering input voltage in five 
volt steps is also available. Sola Electric 





Co., 2525 Clybourn Ave., Chicago, Ill.— 
Electrical Wholesaling, November, 1935. 


Semi-Solid “A” Battery 


With a semi-solid solution containing 
the necessary chemicals to make it func- 
tion properly, this radio “A” battery is 
rechargeable. The one cell unit is re- 
ported to have all the features of an or- 
dinary storage battery but contains no 
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What's NEW 





liquid thus removing the possibility of 
spilling acid on rug, drapes etc. The bat- 
tery furnishes a steady flow of current at 
two volts and thus eliminates the use of 














resistors and ballast tubes to regulate the 
voltage. Marlatt Battery & Mfg. Co., 
Danville, Ill.— Electrical Wholesaling, 
November, 1935. 


Wood-Working Tools 


So compact that they can be used on a 
breakfast nook table or the back porch, 
this line of electrically operated wood- 
working tools will handle good-sized lum- 





ber and will also cut ivory and various 
plastic materials such as bakelite, com- 
position wood and resinous products. The 
line is comprised principally of a lathe, 
23 in. in length, a jig saw with a seven 
inch throat, a saw table with five inch 
blade, a drill press, two buffers, a double 
grinder and a combination disc sander and 
grinder. Some of the tools can be oper- 
ated with a 1/20 hp. motor. Others re- 
quire 1/10 and 1/6 hp. Known as the 
Wizard-Junior line. Herberts Machinery 
Co., 3058 Santa Fe Ave., Los Angeles, 
a Wholesaling, November, 
1935. 


Outlet Box Circuit Breaker 


Providing short circuit and overload 
protection for 125 volt a.c. or duc. cir- 


cuits, this primary circuit breaker is de- 
signed for outlet box mounting. It can 
also be used as a switch control for 
branch circuits. The device eliminates 
the inconvenience of replacing blown fuses 
and prevents the user from fusing a cir- 
cuit so that it can be loaded to a ca- 
pacity beyond its ability to carry the load 
safely. A sealed-in, rust-proof mech- 
anism of the tamper-proof type cannot 
be “locked” by the handle while the cir- 
cuit is overloaded. Intended for use in 
residence, apartment or business struc- 
tures where localized control and access 
is desired at convenient, decentralized 
points to re-establish circuits opened by 
overloads or other abnormal conditions. 





General Electric Co., Schenectady, N. Y. 
—Electrical Wholesaling, November, 1935. 


Double Oven Range 


Equipped with two ovens, this “Patri- 
cian” Model No. 1468 electric range also 
features three utensil cabinets, 16x6x18 
in. One oven measures 16x14x18 in.; the 











other, 18x14x18 in. Overall dimensions: 
width, 254 in.; depth, 25 in.; height, 36 in. 
There is a convenience outlet, and a clock 
receptacle for each oven. Five holes in 
the cooking top provide for eight or six 
inch burners or unit cooker and one hole 
provides for a 10 inch burner. Cabinet 
base allows for toe space. Approximate 
retail price, $275. Standard Electric 
Stove Co., Toledo, Ohio. — Electrical 
Wholesaling, November, 1935. 
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Soil Heater 


Ready to plug into any convenience out- 
let, this electric soil-heating kit features 





complete, portable, automatic equipment 
for large market gardeners and commer- 
cial florists. Any practical bed tempera- 
ture between 30 and 100 degrees may be 
selected by a turn of the knob and main- 
tained automatically. The 115-volt kit 
consists of a 60 ft. cable assembly, for 
beds of 36 sq.ft. or less, a thermostat as- 
sembly with a duplex receptacle and a 
three ft. all-rubber cord with plug. The 
duplex receptacle permits use of two 60 
ft. lengths of the cable if required. In the 
230-volt kit, each cable assembly is 120 ft. 
in length. General Electric Co., Schenec- 
tady, N. Y.—Electrical Wholesaling, No- 
vember, 1935. 


Resistor Cabinet 


With bins for 130 resistors, this cabinet 
is designed to hang on the wall and pro- 
vide a clean receptacle for these important 
radio components. Opposite each bin a 
range of resistor values is printed on the 
cover to facilitate the location of any de- 
sired size. The cover also has a rotary 





color code dial with metal eyelets. They 
are sO arranged that the disc can be ro- 
tated with the tip of a pencil or a screw- 
driver to determine the resistance value 
represented by the three characteristic 
colors in the RMA system of resistance 
designation. Under this dial, there is a 
chart graphically indicating the relation 
between the watt rating and the maximum 
voltage. Continental Carbon, Inc., 13900 
Lorain Ave., Cleveland, Ohio.—Electrical 
Wholesaling, November, 1935. 


Attachment Plug 


Simply constructed, this attachment 


NEW ATTACHMENT PLUG 





PATENT 
PENDING 


plug is designed to remain in firm con- 
tact when the vacuum cleaner or iron cord 


receives an accidental tug. Contact prongs 
are corrugated and provided with a spring 
action to hold them more tightly in place. 
Body of plug is shaped so that fingers can 
get a firm grip when plug is to be discon- 
nected. Patent Sales Promotion Co., 530 
Canal St., New York City.—Electrical 
Wholesaling, November, 1935. 


Battery Radio Receiver 


Designed for the unwired home, this line 
of battery radio receivers comes in both 
six and two volt types. The former re- 
quires no “B” batteries and by utilizing 
the “Ace Govermatic Wind Charger” to 
keep the “A” battery charged, the operat- 
ing cost is brought to an unusually low 
basis. The two volt type is designed for 
use with the air-cell “A” battery, which 
breathes oxygen out of the air to revita- 
lize itself. Line includes sets for foreign 





reception. There are 12 models ranging 
in price from $19.99 to $84.50. Manufac- 
turers claim that they match the tone, 
power, sensitivity, selectivity and quality 
of the all-electric sets. General features: 
-Six-tube, two-band superheterodyne; auto- 
matic volume control, manual sensitivity 
control, airplane type dial, permanent mag- 
net speaker. Crosley Radio Corp., Cin- 
cinnati, Ohio.—Electrical Wholesaling, 
November, 1935. 


Compact Light Meter 


Small enough to be tucked into a vest 
pocket or a purse, this light meter re- 





sembles a square-shaped desk clock. It is 
2} in. square and 1% in. thick. On the 
front of the meter is a rectangular-shaped 
scale with a range from 0 to 75 foot- 
candles. The scale also indicates foot- 
candle ranges for different seeing tasks. 
Plainly imprinted on the back of the meter 
are the recommended minimum footcandle 
values required for different types of 
work. On the top of the meter is a 
rectangular light-sensitive cell protected 
by a glass cover plate. This cell is con- 
nected directly to a sensitive ammeter 
which is calibrated to read in footcandles. 
General Electric Co., Cleveland, Ohio.— 
Electrical Wholesaling, November, 1935. 
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Electric Bar 


Known as the “Invisible Bar-ette,” this 
electric unit is portable and is designed, 
especially, for hotels, apartments, homes, 
recreation rooms, etc. Equipped with 





Standard Electric refrigeration. Cabinet 
measures 27 in., in width; 52 in. in height 
and 25 in. in depth. Removable serving 
table is concealed in the front door of the 
cabinet when not in use. Entire “Bar- 
ette” is electrically lighted and has two 
additional outlets for other electrical ap- 
pliances. Cabinet is made of furniture 
steel, welded together and is finished in 
ebony, trimmed with chrome. Furnished 
complete including all glassware. Elec- 
tric Invisible Kitchen Co., 221 N. LaSalle 
St., Chicago, I1l.—Electrical Wholesaling, 
November, 1935. 


Transformer Cores 


Known as “Crolite Magicore,” this 
new core material produces marked gains 
in if. and r.f. transformer and coil per- 
formance, according to the manufacturer. 
It differs from other metallic if. and r.f. 
coil cores in that it is a magnesium alloy 
imbedded in a ceramic body, rather than 
a finely divided iron held in a _ binder 
mass. Each piece has a smooth, shiny, 
metallic finish and clean-cut ends and 
edges. Does not rust or corrode, nor 
otherwise alter its initial characteristics 
during long use. With an extremely 
high permeability and minimum __hys- 
teresis at radio and high frequencies, this 
core material is said to provide a radi- 
cally new standard of radio receiver per- 
formance over that with air-core coils. 





Henry L. Crowley & Co., West Orange, 
N. J.—Electrical Wholesaling, November, 
1935. 
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DURABILITY 





You LL find in ENAMELKOTE 
Ce EAYe-N (@) | meee 
TUBE, conduit that will last indefi- 
nitely—durability and permanence 


is built into every foot 


duc line of conduit must pass 
the most exacting tests——it must 
come up to the high standard set 
for it—You are assured of satisfac- 


tion in every foot you sell 


W. canassure youthat ENAMELKOTE 


GALVAKOTE and ELECTRICTUBE sales 
will be profitable ones Ne 


customers 


Jissatistied 


Write us for full details of our attractive 


wholesaler franchise 


CLAYTON MARK 
& CO. 


OPERA BUILDING 
CHICAGO ILL. 








Continuous Outlet Strip 


With a bakelite cap, having plug 
openings every six inches, this “plug- 
in” strip is made of a ly in. wide 
channel, zinc treated to prevent rust. 
It comes in one, two, three, four and 
five ft. lengths, each unit being com- 
plete and ready for installation. <A 
raceway channel is also provided from 
which oddities in the length of a room 
may be cut so that any size room may 
be wired conveniently. System is com- 
plete with five fittings, which consist 
lof elbows, couplings and junction box. 
May be run around the baseboard in 
the home or the chair rail in an office. 
| May be painted any color to match the 





| 
| 
| 
| 
| 
| 
| 
| 
| 





color scheme of the room. Designed 
to be installed at a small cost, it is 
useful wherever appliances and lamps 
are used. National Electric Products 
Corp., Pittsburgh, Pa. — Electrical 
Wholesaling, November, 1935. 


Push-Button Master Switches 


These water-tight push-button mas- 
ter switches are mounted in molded 
phenolic-compound en- 
closures and_ intended 
for naval-type installa- 
tions or equivalent 
industrial applications. 
Each unit is operated 
by a molded-compound 
lever, thus protecting 
the operator from elec- 
trical contact with any 
metallic parts that 
might be “alive,” and 
as many as four units 
may be mounted in one 
enclosure. The units, 
designated as CR2940 
master switches, pro- 
vide both normally open 
and closed circuits. 
Either momentary-con- 
tact units or a combination of momentary 
contact and latched-in units are available. 
General Electric Co., Schenectady, 
N. Y.—Electrical Wholesaling, Novem- 
ber, 1935. 





Junior Drill 


Styled and priced to meet the wide- 
spread demand for a _ versatile tool 
adaptable to many drilling and cutting 
applications, this new 4 in. Junior 
Drill is a companion to the 3 in. Junior 
announced some weeks ago. It is 
particularly useful in the operation of 
hole saws as its low spindle speed and 
powerful torque are perfectly adapted 
to the work of cutting clean round 
holes in wood, sheet metal, cast iron 
and composition material. It is amply 





powered for drilling holes in steel up 
to 4” size; for driving wood augers up 


to 134” size. A powerful universal mo- 
tor operates on either a.c. or d.c. Stand- 





ard voltage is 110 but the drill will also 
be supplied for 32, 220, or 250 volts 
without additional charge. Furnished 
complete with Compo oil-less bearings, 
safety switch, 3-jaw chuck and key, 
spade handle and auxiliary pipe handle. 
Price complete is $35.00. Net weight 
103 pounds. Black & Decker Mfg. Co., 
Towson, Md.—Electrical Wholesaling, 
November, 1935. 


Portable Wall Lamp 


complete with — sockets, 
shades, cords, at- 
tachment caps 
and _ wallhangers, 
this line of “Hang- 
A- Lite” wall 
lamps is made of 
hand - wrought 
iron, in a variety 
of artistic finishes. 
Ranging in price 
trom $1.10 to 
$2.90, the lamps 
are made in va- 
rious designs for 
the library, living 
room, dining 
room, music room, 
bed room and 
kitchen. Hang-A- 
Lite Mig. Co., 150 Varick St, N. Y.C-. 
—Electrical Wholesaling, November, 1935. 


Furnished 





Interference Reducers 


Known as “Filtercons,” these seven 
new types of supply line filter devices 
are designated for use with small mo- 
tors, heater pads, vibrators, and neon 
transformers. They are of the type 
which prevents radiation of high fre- 
quency impulses on the supply lines. 





The filters are rated to carry five 
amperes, a.c. or d.c. The principle of 
the filters is to prevent radiation of in- 
terference by capacity or capacity and 
inductance and to block line noise from 
entering a receiver by diverting extrane- 
ous signals to ground or shunting the 
r.f. component to the grounded side of 
the line. Continental Carbon, Inc., 
13900 Lorain Ave., Cleveland, Ohio.— 
Electrical Wholesaling, November, 1935. 
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+ ’Midst Many Appliances stand 
four stalwart employees of the De- 
troit branch of Graybar Electric Co. 
The gentleman at the left is Hugo 
Leckelt, quotation clerk, next, Phil 
Simpson, head service man, Ed 
Black, service manager and Roy 
‘Cowan, salesman. 





Joe Tells ’°em He’s Coming 
And Asks For Business 


There is an advantageous tie-up in| 
the old advance-postcard idea. A sug-| 
gestion is made in the illustration below,| 
that the salesman’s picture be repro-| 


duced, either photographically or as al 


Wanrtep! 


This man will show 
up, at por place soon. | 
He will want an order. 


we Do what you can for him. 
‘eo WHAT'S NAME. Co. 
line-drawing, perhaps a bit humorously, | 
and placed upon the card with a startling 
headline to provoke attention. The 
whole card associates the predicted 
coming of the salesman with the sug- 
gestion of the order wanted and the! 
house from which he comes. 











+ A Laundry Specialist. Roy 
Marcks, who does all of the whole- 
sale selling for the M. S. Young 
Co., Allentown, Pa., has made a | 
name for himself in selling ABC 
washers and ironers. He has been 
particularly successful in opening 
new dealer outlets. 


DN ON 7-34 
COLT-NOARK SAFETY SWITCHES 





to save you GRIEF — HEADACHES, 
RED INK and LOST CUSTOMERS 


When we say we've written quality all over Colt-Noark Safety Switches 
—we mean that we have built into every corner, every piece of 
mechanism — brute strength to stand up under a gruelling day’s work 
—stand out efficiency that places dependability beyond question — 
simplicity that makes installation quick, sure and simple — mechanical 
design that makes for unfailing safety under the most severe conditions. 
Every Colt-Noark Safety Switch is backed by 100 years of manufacturing 
experience — that’s your guarantee of more value, greater safety and 
top quality! 





Have You Seen the New 
Colt-Noark W eather proof 
Safety Switches! 


The tougher the job, the more you 
need these rugged Colt-Noark 
Weatherproof Switches to lick it. 
Cased in a big, husky, cast-iron 
box, with full protective features 
—and sealed against dust, dirt, 
lint and moisture. The switch on 
the right is Cat. No. 99633 with 
575 Volt Dualbreak mechanism — 
ready for your toughest job! 





| Send for a Copy of the New Colt-Noark Catalog No. 58-S. 


ELECTRICAL DIVISION 
COLT’S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 


Boston, New York, Chicago and Philadelphia. H. B. Squires Co., Pacific Coast Representative 


COLT-NOARK 


SWITCHES - MOTOR STARTERS - FUSES 
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SAFETY! 


| in OM 
BATENSLOR 
| jobs requires 


1 SAFE MATERIAL 
2 SAFELY INSTALLED 




















MIDGET Wiremold 


makes it easy for the contractor to SELL THIS 
IDEA to his customers. 


Midget is neat and attractive in appearance, easily 
installed and gives lasting satisfaction after it is 
installed. 


Wiremold HELPS the Contractor 





THE WIREMOLD COMPANY, Hartford, Conn. 
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Insistent Demand for Radios 
Setting New Sales Records 


Deferred demand, which has been ac- 
cumulating for more than four years, 
now is working aggressively in favor of 
the radio industry. Distribution has 
broadened almost without interruption 
since last winter and, with the heaviest 
buying season of the year opened aus- 
piciously, sales of receiving sets for 1935 
give indication of surpassing the all- 
time peak which has held since 1929. 
For the nine months, sales averaged 40 
to 80 per cent ahead of the correspond- 
ing totals, while output was increased 
from 25 to 40 per cent, with the large- 
sized models predominating. 

In many districts larger sales gains. 
would have been recorded if prompt fac- 
tory deliveries could have been obtained. 
Overproduction worries have disap- 
peared from the industry, the chief con- 
cern now being centered on maintain- 
ing shipment schedules. The popular 
response to the introduction of metal 
tubes has brought new delivery diff- 
culties, while the backlog of orders has 
become heavier, because of the general 
desire to replace obsolete sets with 
models equipped for either all-wave re- 
ception or with one or more frequency 
bands. 

In fact, the huge potential replace- 
ment market which has been created by 
the perfection of sets affording users 
the benefits of short and long wave re- 
ception is considered sufficient to sustain 
demand at a broadening rate until tele- 
vision or some other outstanding idea 
will have invaded the market. The 
stronger financial position of the buying 
public is indicated by the attitude of 
finance companies that now are soliciting 
radio paper, after a decided lack of in- 
terest in it for more than three years, 
according to a survey of the radio in- 
dustry, which has just been completed 
by Dun & Bradstreet, Inc. 

At the beginning of the year, the po- 
tential replacement market throughout 
the country for 1935 was placed roughly 
at 3,500,000 sets. This figure since has 
been revised upward, due to the unex- 
pected pace at which replacement buying 
progressed during the first half of the 
year. At the close of 1934, the num- 
ber of radio receiving sets in the United 
States was 20,750,000, representing 
more than 40 per cent of the 48,300,000 
estimated for the entire world, and 
three times as many as in any other 
country. 

With the introduction of metal tubes 
and at least 140 short-wave broadcast- 
ing stations throughout the world mak- 
ing the reception of programs available 
during the twenty-four hours of every 
day, an increased field for replacements 
is in prospect for 1936. Some of the 
leading manufacturers have completed 
plans to advance production from 60 per 
cent to as high as 100 per cent next 
year, in order to meet the growing de- 
mand for short-wave models. 
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Notwithstanding the present general 
use of the more expensive metal tubes, 
the price level approximately is at the 
same position occupied a year ago. In- 
creased labor costs, however, along with 
added improvements, point toward ad- 
vances being made on some models be- 
fore the close of the winter season. 


Electrical Sales Aided by 
Industrial Demand 


The rise in production and distribu- 


tion in practically all divisions of the 
electrical supply trade has had few in- 
terruptions since the first of the year. 
The figures of 1934 which, in many in- 
stances, set a new record, frequently 
have been surpassed, and several divi- 
sions that long have been dormant have 
become active. The improvement has 
been featured by the extension of indus- 
trial buying, which started in some dis- 
tricts a year ago, and is indicative of 
the many expansion programs now 
under way to overcome obsolescence or 
to prepare for enlarged production 
schedules. 


New business from contractors, how- | 


ever, has been slow in developing, due 
to conditions in the building industry, 
even though fixtures and wiring have 
sold to better advantage for home 
modernization work, according to a sur- 
vey of the electrical supply trade, which 
has just been completed by Dun & Brad- 
street, Inc. 

Sales of all types of electrical supplies 
and appliances average 15 to 25 per 
cent larger than the totals set down for 
the corresponding eight months of 1934. 
For some of the individual items, how- 
ever, gains ran as high as 40 to 50 per 
cent. The stronger demand in most 
parts of the country has been stimulated 
by the ready accessibility of funds 
through federal and other agencies for 
modernization of homes and _ public 
buildings, as the movement of wire, fix- 
tures, and small industrial power units 
has been heavy. 








+ One Belongs, one doesn’t at the 
counter. John Stoney, right, is at 
his post at The McCaffery Co., 
South Bend, Ind. C. J. Finneran, 
office manager, was in that depart- 
ment so he joined the picture. 









Over a period 
of 21 years... 


Eloquent testimony for this 
outstanding “Ss” product 


Fe FAICTION Pe 
OS AS §astiwe. bee 


If you are not now handling 
“U.S.” friction tapes and 
splicing compounds you are 
passing up an opportunity 
for substantial profits. This 
ready-made market is wait- 
ing for you—“‘U.S.” tapes 
have been favorites with 
electrical contractors and in- 





e 
HOLDTITE 
FRICTION TAPE 


Pee S PR MOUOIAA ALILGION sus 





dustrial users for more than 
20 years. 


Stocks of “U.S.” tapes, 
*“U.S.”? wires and cables in 
all industrial centers. Write 
for particulars today. 


SECURITY 
FRICTION 
TAPE 











UNITED STATES RUBBER 
PRODUCTS, INC. 


1790 BROADWAY, NEW YORK, N. Y. 


A 4 Sle 
RUBBER TAPE 


Sate wphcos ave omwred 4 
Paaath so et ee 
rubber tape and the brad Frovon lope. 

eel: . 2 








United States 





Rubber Compan 
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No. 130 ‘‘Latrobe’’ 


== FLOORBOXES 


No. 130 Box with No. 207 
Bell Nozzle. Cut-away view 


illustrates how tapered unit Fullman offers an outstanding line of floor boxes 
receptacle fits tapered opening and wiring specialties, with 100% wholesaler 
in adjustable ring. Design “ie? ° ; : 

eliminates many small parts. distribution and protection. Write for complete 
Cover plate 3%” — overall catalog of the Fullman line. 

height 3%”. 





FLOOR BOXEZ 
NO. 252-R TWO GANG BOX 
with No. 208 Heepiaaein one =~ FULLMAN MFG. CO. 


%” Flush Brass Plug and_ the 


ner — plate with 2” Flush LATROBE PENN. 


+ A Trio Of Detroiters. These three 
fellows are among those who draw 
pay checks from the Frank C. Teal 
Co. It was about 90 in the shade 
when this picture was taken so 
“off with the coats.” From the left, 
H. Meabrod, asst. sales manager, 
Art Puffpaff, shipping clerk and T. 
E. McEntee, salesman. 














MANUFACTURERS OF QUALITY FLOOR BOXES AND WIRING SPECIALTIES 








You sell Contractors 
BX, conduit, etc., 


every day— 





Sell them the blades that 


cut these materials best! 
They are Milford Flexible Duplex blades— 


“Electricians Special’’—easiest starting, fastest 
cutting for BX, conduit, wire mould, pipe, angles, 
etc. Long wear without breakage. Sell them 


The with every order for supplies. Ask for sales pro- 
Electricians motion material. 

Special _ THE HENRY G. THOMPSON & SON CO. 
Formerly Branded MilFlex NEW HAVEN, CONN., U. S. A. 







* MILFORD FLEXIBLE 
DUPLEX U.S.A. 


t 


Fine teeth start the cut at ANY Regular pitch teeth take up cutting smoothly. 
angle on the first stroke Ripping teeth, catching in corners eliminated. 








In some districts, electric ranges were 
the best seller, due principally to the co- 
operation of power companies in fur- 
nishing free installations in suburban 
areas and providing long-payment terms. 
While sales of household electric re- 
frigerators set a record for any single 
year in 1934 at 1,390,600 units, that 
figure nearly was equalled by sales for 
the eight months of 1935. Washing 
machine sales for the eight months were 
above the volume of 1934, which was the 
industry’s best year. 

Plant rehabilitation, building projects, 
and air-conditioning improvements also 
made substantial contributions to the 
enlarged sales volume this year. Con- 
duits and conduit fittings, wire and wir- 
ing devices, switches, panel boards, and 
lighting equipment have been among the 
best-selling items in the industrial divi- 
sion. Sales of transmission lines, motors, 
transformers, and outdoor cables built 
up the largest volume in several years. 

There have been a number of minor 
price fluctuations since January, but the 
general level has held about to its posi- 
tion of a year ago. Both lighting equip- 
ment and wire have been marked higher, 
due largely to the advance in copper 
prices. 

While the average selling price of 
electrical household appliances and 
washing machines has advanced, this 
doubtless can be attributed to the shift 
toward the better grades. 

Collections at both wholesale and re- 
tail have held closely to the improved 
status attained last fall, with the aver- 
age around 8 to 10 per cent better than 
a year ago. Many wholesalers, how- 
ever, plan to charge off substantial 
amounts of receivables, which were put 
on their books during the past three 


years. 
* 


Sales Pointers On 
Food Mixers 


Under the title of “Make It With A 
Mixer,” McCall’s Magazine is running 
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another article in their series on house- 
hold appliances in the November issue 
of the publication. The article features 
the many uses to which a mixer can be 
put as well as the proper handling of the 
appliance. 


New Publications 


BETTER BuyMANSHIP—No. 14, ELEc- 
TRIC VACUUM CLEANERS. Edited by 
Burr Blackburn, research director; 
Bernice Dodge, home economist, and 
Carol Willis Hyatt, Household Finance 
Corp. 18 pp. Published by Household 
Finance Corp., Chicago. Price 3 cents. 
One of a series of 16 booklets dealing 
with the buying problems of the con- 
sumer, 
on all ordinary types of machines. Chap- 
ters include: “Is price an adequate 
guide to efficiency and durability ? What 
must an effective cleaner do? How 
does a vacuum cleaner remove dirt? 
What makes a vacuum cleaner durable? 
What other parts of the cleaner are im- 
portant? What types of cleaners are 
on the market? Are_ reconditioned 
cleaners satisfactory? How can ef- 
ficiency of cleaners be tested? How 
much attention should be paid to sales 
arguments? Care and operation of 
cleaners. 


CONTROLLING Costs AND OPERATION OF 
BusINEss AUTOMOBILES. Prepared by 
Policyholders Service Bureau, Group 
Insurance Division, Metropolitan Life 
Insurance Co., One Madison Ave., New 
York City. Available gratis, on request. 
A presentation of the problem as re- 
vealed by the practices of 53 companies 
engaged in a variety of enterprises 
throughout the country. Considers such 
subjects as: “Should the company or 
the employee own the car? In what 
form should reimbursement for expenses 
be made? What are some of the pre- 








+ This Is A. J. Lutz, district man- 
ager supply sales, General Electric 
Supply Corp., Seattle, Wash., and if 
we do say it, a very good picture 
of him. He reports business de- 
cidedly on the mend and Alaska 
business more than mending—it is 
good. As those who know him are 
aware, Mr. Lutz does not rhapso- 
dize, so what he says at this time 
is really encouraging. 


Contains buying information|: 











_— THIS 


LINE 


OF FAST SELLING LAMPS 


NEON 
GLOW 


LAMPS 


2 Watt, 115 
Volts—S14 Bulb 
Finish—Clear, 
Sprayed Red 
or Yellow 


1 Watt, 115 
Volts—G10 
Bulb 


Vy Watt, 115 
Volts—G10 
Bulb 
Supplied in 1.0 
Watt for 220 
Volts 


Y, Watt, 115 
Volts—T444 
Bulb 
Supplied with 
Candelabra 
Screw Base Only 


3 Watt Bulb S14 
Finish—Clear, 
Sprayed Red 


or Yellow 


Every industrial plant...every 
commercial establishment . . . 
every building in your terri- 
tory is a prospect for NEON 
GLOW LAMPS. Keep them 
constantly reminded that you 
carry this long-life lamp. Dis- 
play them. . . mention them 
regularly ... and use the cata- 
log inserts which we supply 
describing the complete line. 
Only a reminder is necessary, 
for these lamps are definite 
money savers, and have many 
features no other lamp pro- 
vides. They have an average 
life of 3,000 hours, and cost 
next to nothing to operate. 
They operate on both AC and 
DC and fit standard sockets. 
They are the ideal lamp for 
pilot and indicator lights, test 
lamps, exit lights and count- 
less other uses. Ask us to send 
further details . . . General 
Electric Vapor Lamp Co., 891 
Adams Street, Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


660 Copr. 1934, General Electric Vapor Lamp Co. 
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ARMORED WIRE & CORDS “Y Zp! 


AUTOMOTIVE WIRE F 
APPARATUS CABLE ae 
APPLIANCE CORDS 
BUILDNG WIRE 
BELL WIRE 
CONTROL CABLES 
SPECIAL CORD SETS 
EXTENSION CORDS 
FLEXIBLE CORDS 
FIXTURE WIRE 
FLEXIBLE. STEEL 
CONDUIT 
HEATER CORDS 
HOOK-UP’ WIRE 
INSTRUMENT CABLE 
LAMP CORDS 
LEAD COVERED 


PARKWAY CABLE 

RADIO HARNESS 

RADIO WIRE 

RUBBER SHEATHED 
RDS 


co 
TELEPHONE CORDS 
SIGNAL CABLES 
VARNISHED CAMBRIC 
WEATHERPROOF WIRE 








“ 
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The STANDARD 
of the Electrical 
Industry 


Wolverine Lugs and 
Sleeves are made 
from the best elec- 
trolytic copper with 
every process of 
manufacture under 
Wolverine control. 
The square end de- 
sign of lug gives 
greater contact area 
and better current 
carrying charac- 
teristics. 

Stock Wolverine 
Products for ready 
acceptance through- 
out the industry. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 

















A BEST SELLER! 


Ninth Annual 
“VERIFIED” 
DIRECTORY 
of 
ELECTRICAL 
WHOLESALERS 
(Completely Revised) 


More than a mailing list. 
Contains detailed informa- 
tion on 1,088 active whole- 
saling establishments. Many 


new listings included. 


Single Copies $15 


Descriptive folder on request. 


Electrical Trade Publishing Co. 
330 West 42nd St., New York City 














48 


dominating policies with relation to 
financing new cars, insurance, trade-ins, 
personal use of cars? Includes many 
detailed tables covering operating costs. 


Loans Up To $50,000. Published by 
Federal Housing Administration, Wash- 
ington, D. C. 24 pp. Copies available 
on request. Contains the story of ‘“‘Mod- 
ernizing for Profit” under the FHA 
plan, as it relates to merchants, manu- 
facturers and all owners of business 
property. Explains the plan in detail 
and is lavishly illustrated with pictures 
of actual modernization jobs that would 
come under the terms of FHA loans. 
A portion of the book is devoted to 
“answers to your questions” and com- 
prehensively outlines the system by 
which borrowers can obtain this type 
of loan. 


Ceri Cemiituatiie 





Built-In Lighting—A 16 pp. illustrated 
bulletin, with an eight page supplement 
of engineering and estimating data, de- 
scribing Holophane “In-Bilt” lighting 
equipment.—Holophane Co., Inc., 342 
Madison Ave., New York City. 


Cord Sets—Revised Bulletin 6082. De- 
scribes a complete line of heater cord 
sets, extension and replacement cords 
and heater appliance plugs. — Belden 
Mfg. Co., 4689 W. Van Buren St., Chi- 
cago, IIl. 


Electric Heating—Data Book 236, il- 
lustrating and describing space heating 
by Electromode forced heat. Includes 
detailed information on heating costs 
with all types of heating methods com- 
pared. 24 pp.—Electric Air Heater Co., 
Mishawaka, Ind. 


Lighting—Two color, 32 page booklet 
called “Glorified Light.” Contains tech- 
nical and general information on light 
and methods of obtaining better results 








+ The Pay Off. Jack Sadler, who 
runs the wholesale department of 
Commonwealth Edison, Chicago, 
appears to be the center of things. 
Mr. Sadler was one of those taking 
in the “dough” at a recent gather- 
ing of Chicago’s electrical men. 
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Noma 


CHRISTMAS LIGHTS 


distinguished by patented fea- 
tures and high grade work- 
manship, should receive your 
special attention immediately. 








This is our new MICKEY MOUSE 
Set No. 105, only one of the many 
radically different NOMA innova- 
tions for your new selling season. 


GREAT 
SALESMAN 





--- and national 
advertising, too! 


A million kids are reading about 
these splendid Christmas decora- 
tions in MICKEY MOUSE maga- 
zine, and we are telling the story 
to your dealers in large space. 





WHAT MORE CAN WE ADD? 
Here’s the premier line in its field, 
backed up with new ideas, Mickey 
Mouse, and national advertising. 
You can do more solid, profitable 
NOMA business this year than 
before. Concentrate on 
: - your dealers are 
ready to follow your lead. 


Get full plan and prices from 
headquarters and GO TO IT. 


NOMA 


Eleetrie Corporation 
524 Broadway New York City 


yen! 01/)/=—— 


eu : SS 7 





No. 114—Combination Star and Shade Set 












+On The Job for the Capitol 
Electrical Supply Co., Chicago, III. 
These three fellows managed to 
find a few spare minutes to step 
from behind the counter and out 
into the sunlight for this snap. 
From the left: Milton Goldfine, A. 
Rosenberg and Sol Copalman. 





with paint products.—Pittsburgh Plate 
Glass Co., Pittsburgh, Pa. 


Lighting Equipment—Catalog 36, il- 
lustrating and describing complete line 
of commercial and industrial reflectors, 
floodlights and other lighting equipment. 
Includes prices and table of footcandle 
intensities, recommended for various 
types of work. 64 pp.—Bright Light Re- 
flector Co., Metropolitan and Morgan 
Aves., Brooklyn, N. Y. 


Mica Undercutter—Four page, file-size 
bulletin describing an electrically-driven 
mica undercutter. Contains much in- 
formation of interest to motor repair 
men.—Ideal Commutator Dresser Co., 
Sycamore, III. 


Radio Parts—Catalog 188. 
tions and prices on complete line of 
radio parts. Includes many new items. 
40 pp.—Insuline Corp. of America, 23-25 
Park Place, New York City. 

Radios—Catalog 59, featuring all-wave 
and short-wave receivers, amateur trans- 
mitting equipment, replacement parts 
and all radio supplies. Includes 32-page 
insert devoted to public address ampli- 
fiers and accessories. Printed in color. 
196 pp.—Wholesale Radio Service Co., 
100 Sixth Ave., New York City. 


Descrip- 








+ A Bright, Sunny Day and a brief 
lull in business brought them out 
for this picture. Left to right: D. 
D. Demick, buyer; Alice Moslof, 
stock clerk and bookkeeper, and 
T. E. Miller, city desk, all of the 
Home Electric Co., Tacoma, Wash. 
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LOOK AT 
PROHT 


Dealers everywhere find the 
‘Klein Line” a ‘Profit Line.” 
The standard of quality—the 
standard of value—linemen, 
electricians, good mechanics 
demand Kleins. New packag- 
ing —new display — Klein 
Pliers will flash up display 
cases and Kleins now sell 
themselves. Complete stocks 
of Kleins in dealers’ hands 
means bigger sales, more prof- 
its. Be sure to ask every 
customer ‘‘how about Kleins?”’ 


Distributed through jobbers. 








ee KLEIN 


3200 BELMONT AVE., CHICAGO 
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[REPEATERS 
IDEAL Solderless 


| WIRE CONNECTORS 


Used by the millions... 
repeat orders from sat- 
isfied customers create 
volume. 

Constant Repeaters — Volume Re- 
peaters—bring you the business— 
And here’s one of the biggest 
Repeaters—IDEAL ‘“‘thread-on” 
Solderless-Tapeless WIRE CON- 
NECTORS. Make 
better, more efficient, 
more economical wire 











joints . speed 
IDEAL work, lower costs. 
‘‘thread-on"” Wiring contractors 


Was ee use them for fixture 


hanging and roughing in, appli- 
ance manufacturers and others 
for hundreds of different jobs to 
replace solder and tape connec- 
tions, terminal blocks, binding 
posts, etc. IDEAL WIRE CON- 
NECTORS make a better elec- 
trical and stronger mechanical 
joint! Write for samples, prices 
and jobbing discounts. 

Fully approved. Listed by Under- 
writers’ Laboratories. 





Patent No. 1,700,985. Infringers Re cee 
will be vigorously prosecuted. on” Lug 





Ideal Commutator Dresser Co. 
1047 Park Ave. Sycamore, Ill. 


él 


50 Amp. 
SYNCHRONOUS 
TIME SWITCH 

















The 





A thoroughly reliable, high quality time 
switch that will give many years of de- 
pendable service. 

The result of over 26 years of exclusive 
time switch manufacture, this product 
offers the latest in design and con- 
struction. 

Approved by the Underwriters’ Labora- 
tories and fully guaranteed by the manu- 
facturer. 


Write for complete literature 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1911 Mead St. Racine, Wis. 
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Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 





Representatives Wanted 


Manufacturer of wiring devices and 
electrical display signs wants repre- 
sentation on a commission basis in the 
following territories: 1. New York state 
and western Pennsylvania; 2. Minnesota 
and North and South Dakota; 3. Ariz- 
ona, New Mexico and Nevada. ADDRESS 
Box 112, ELecrricAL WHOLESALING, 330 
W. 42nd St., New York City. 


Position Wanted 


Experienced Electrical Supply Execu- 
tive desires position. Over 25 years in 
electrical wholesaling industry. Can 
furnish references as to ability and char- 
acter from men of prominence in the 
business. Would consider position in 
any part of the United States. Appress 
Box 114, ExLectricAL WHOLESALING, 330 
W. 42nd St., New York City. 


Lines Wanted 


Wire Manufacturers Attention. Cali- 
fornia factory agents selling and ware- 
housing major wiring device line are in- 
terested in adding line of wire to their 
set-up for distribution through the best 
electrical and hardware wholesalers in 
California. Firmly established with 
trade and specialize in electrical goods 
only. Appress Box 113, ELrctTricaL 











+ Makes Change. Lou Witten- 
berg, recently with Majestic Elec- 
tric Supply Co., Chicago, as sales 
manager is now with Capitol Elec- 
trical Supply Co. in the same ca- 
pacity. Lou is well known among 
electrical men in the windy city 
having spent 14 years with Triangle 
Electric Co. before going to 
Majestic. 
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Simple and Effective 


“{ILSCO” 
SOLDERLESS LUG” 





@ The ILSCO Solderless Lug not only provides 
an effective mechanical and electrical connection 
po Pag 4 simple in construction that anyone can 
apply it. 


Serrations assist in gripping wires—stranded 
wires are forced into a solid mesh. 100% sal- 
vage value—each lug takes care of various size 
wire—low cost. 





Ilsco solder lugs show the size of the largest 
wire they will take. 





Wholesalers should write for complete data and samples 
of all Ilsco Products. 


ILSCO COPPER TUBE & PRODUCTS, Inc. 
5629 Madison Road Cincinnati, Ohio 
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+ A Few Leisurely Moments for 
Fred R. Eiseman of Revere Elec- 
tric Co., Chicago. The head of 
N.E.W.A. was snapped at a recent 
meeting of the Chicago Electric 
Golf Club while some of the first 
foursomes were teeing off. 








WHOLESALING, 330 W. 42nd St, Steet 
York City. 


Surplus Stocks Bought Up: We will 
purchase your slow-moving and _ sur- 
plus stocks of electrical supplies, wir- 
ing material, motors, lighting fixtures, 
condulets, etc., in any quantity if the 
merchandise is desirable. Send us an 
itemized list and we will make you our 
cash offer. Appress Box 111, ELectricar 
WHOLESALING, 330 W. 42nd St., New 
York City. 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACT OF CONGRESS OF MARCH 3, 1933 

Of Electrical Wholesaling, published monthly at New 
York, N. Y., for Oct. 1, 1935 
State of New York | 58 
County of New York § “ 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Glenn Sutton, who, 
having been duly sworn according to law, deposes and 
says that he is the business manager of Electrical 
Wholesaling, and that the following is, to the best of 
his knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circula- 
tion), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
March 3, 1933, embodied in section 537, Postal Laws 
and Regulations, printed on the reverse of this form, to 


it: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business manager are: 
Publisher, Electrical Trade Publishing Co., 330 West 
42d St... N. Y. CC. Editor, E. . Rowland, 330 
West 42d St., N. Y. C. Managing Editor, E. T. Row- 
land, 330 West 42d St., N. Y. C. Business Manager, 
Glenn Sutton, 330 West 42d St., N. Y¥. C. 

2. That the owner is: (If owned by a corporation, its 
name and address must be stated and also immediately 
thereunder the names and addresses of stockholders own- 
ing or holding one per cent or more of total amount of 
stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of each 
individual member, must be given.) Electrical Trade 
Publishing Co., 330 West 42d St., N. Y. Howard 
Ehrlich, 330 West 42d St., N. Y. C 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is act- 
ing, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which stock- 
holders and security holders who do not appear upon the 
books of the company as trustees, hold stock and 
securities in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe that any 
other person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails or 
otherwise, to paid subscribers during the twelve months 
preceding the date shown above is. (This information is 
required from daily publications only.) 

ILENN SUTTON, Business Manager. 
ELECTRICAL TRADE PUBLISHING CO. 

Sworn to and subscribed before me this 28th day of 
September, 1935. 

[sEaL] H. BE. BEIRNE, 

Notary Public, Nassau County. Clk’s No. 66. N. Y. 
Clk’s No. 118. Reg. No. 6-B-73. 

(My commission expires March 30, 1936) 








Standard 
Series 


Patents 
Pending 





NEW WIDE HOOK 
Demonstrate this new 
feature and increase 

your portable guard 
sales. Ask for literature 


MANUFACTURING CO. 
Electrical Specialties of Quality 





VALPARAISO - INDIANA 





You Can Sell this NEW Guard 
... the McGill Hook-Handle Portable 


The portable guard has been modernized and its usefulness 
doubled by the invention of the McGill Hook-Handle Port- 
able. Portable guard users will change to this new guard when 
you demonstrate how the hook-handle feature permits hanging 
or wedging the guard almost anywhere to give good light on 
hard-to-get-at jobs. 


Heavy Electric-welded Cage Outlasts 


Cheaper Guards 


Made of Bessemer Steel, electrically welded and cadmium 
finished, this guard will stand the gaff of the hardest service. 


ESTABLISHED 





Box 636 














WHY 
is the new 
EAGLE 
BAKELITE 
FUSE 
the 
BEST? 





1—QUALITY—tThe only unapproved BAKELITE 
FUSE with a soldered link. Shell can never loosen. 


2—APPEARANCE—Full size—Amperage plainly vis- 
ible—Very neat—All BAKELITE! ! ! 


3—PACKING—Five to a two color individual box. 100 
to a display carton —PRICE within the unapproved price 
range. WRITE FOR SAMPLE. 











EAGLE ELEC. MFG. CO., INC., BROOKLYN, N. Y. 
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EASY SELLING! 





CONEX 
BAKELITE 
CONNECTOR 


Conex sells easier because it offers 
more for the money. Smaller size, 
with same  capacity—removable 
Cadmium plated insert permits 
rapid inspection at all times. 








SIMPLEX 
PORCELAIN 
CONNECTOR 


Two Sizes, Medium (Small) 

Normal (Large) 
America’s First and Foremost Porcelain 
Connector. 
Profit with Conex and Simplex. Mar- 
keted strictly through Wholesalers. Write 
for details. 





Underwriters and Hydro Electric Power 
Commission of Canada approval. Pats. 
No. 1678752, No. 1700985. 





WEISS & BIHELLER 
MERCHANDISE CORP. 


584 Broadway, New York, N. Y. 

















ESICO Electric Soldering Irons are 
famous as volume money makers. 
§ Looking for a product that will 
ie guarantee you a profit? If you 


are—consider ESICO—prince 
of electric soldering irons. 
The production man who 
buys soldering irons looks 
for the following :— 
“Quick heating” 
“Constant heat at the tip” 
“Slow oxidation of tip’”’ 
“Long life’’ 
—and that is what you will find 
in every ESICO Iron. Years of 
manufacturing experience and de- 
velopment have produced an Iron 
that will meet the demands of 
the most critical solderer. 
When it comes to picking Irons for 
profit—pick ESICO—you can’t lose. 
ESICO Electric Soldering Irons are un- 
conditionally aranteed. 
Information coed our profitable mer- 
chandising plan for the wholesaler 
gladly supplied upon request. 


ELECTRIC SOLDERING IRON CO. 
342 West 14th Street, New York City 
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Made from solid brass rod. 
Each size plainly marked for easy stock keeping and 
reordering. 
Serews heavily rust-proofed. Sherman Connectors can 
be used over again when removed from temporary work. 
Neatly boxed and plainly labeled thereby insuring you 
of neat shelf stock. 
Ask for Trade Bulletin No. 18. 

Sold Thru Jobbers. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 








CANDLE FLAME LAMPS... 
Put Profit Into Lamp Sales 


Keep your dealers stocked to supply the de- 
mand created by the national advertising of 
this Candle Flame Lamp—the only one of its 
type to fit in a regular socket, standard or 
candelabra type. These lamps are now being 
used in displays by Chase, Lightolier and 
Beardsley Chandelier and featured by exact- 
ing decorators and fur- 
nishers. 

Candle Flame Lamps 
sell all year ‘round but 
are especially attractive 
for Christmas trade. 
Packed 25 in attractive 
display carton. Boost 
your sales now. Write 
for details of money- 
back sample offer. 


NORTH AMERICAN 
ELECTRIC LAMP 
COMPANY 


1151-B 8. Broadway 
St. Louis, Mo. 











THE 
ORIGINAL 
SOLDERING || 


4 UTILE Paste Tbe $8 
PASTE 9 $SSess= 


A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine 
reputation and costs no more. Stock 
it with confidence—it’s approved by 
Underwriters’ Laboratories. 


BURNLEY BATTERY & MFG. CO. 
North East, Pa. 









SOLDERING PASIE 























SALESMEN 





**‘ELECTRIC 
CONTRACTI 
for PANTHER and 
DRAGON TAPE 
ADVERTISEMENTS 
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TAPE 


PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 





OUR CHEERING SECTION IS COMPOSED OF 


SATISFIED WHOLESALERS 
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Manu acturers 








Since 1896 CANTON, » » MASSACHUSETTS 
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FUSES MADE TO PROTECT - NOT TO BLOW 


WHAT AN ADVANTAGE 
TO HELP yOu Here’s one for you—on 3 to 60 


BUILD UP FUSE SALES ampere—BUSS Super-Lag Fuses 
Executives do not always interest themselves in fuses but ae ee. 


they do get searchingly interested in the recurring shutdowns 
caused by needless blows. 

















“Made to protect not to blow” is not a new departure with 
BUSS Fuses. It has been preached to maintenance men, pro- 
duction men, engineers and executives since the advent of 


the BUSS SUPER-LAG FUSE. 











Thousands are profiting handsomely from INVESTIGAT- “that dot 
ING the costs of and reasons for fool shutdowns caused by oon 
“self blowing” fuses. is worth a million 


e 44 

By charging such shutdown costs smack up against the fuses dollars to industry 
themselves the buyers now have a sane measure to judge says a round-number enthusiast 
fuse prices. 


L 


to which our serious reply is 


GET THESE FACTS OVER — “AND LOTS MORE”... for 
THEN TELL without that patented BUSS 

? projection the contact be- 

W Y puss FUSES DON} BUYERS... tween cap and link would be 
H — decidedly haphazard, beckon- 


ing for a self-imposed blow 
and a NEEDLESS shutdown. 


8 DLESS But WITH it th ire f f 
10 FEATURES LOW NEE fn tal ren 


trated in the small area of the pro- | 























in the design of the 











jection. 
FUSE-CASE help make This heavy grinding pressure 
it possible and.... The Super-Lag overcomes the slight irregularities, 
burrs, etc., that might interfere 
development in the with ample contact. 
wos et agin ony FUSE LINK completes Can’t you picture the SURENESS 
full story. tt well hate. vse the job. of dirty contact as well as inade- 


sell more fuses. quate contact pressure if the pro- 


BUSSMANN MFG. co., ST. LOUIS, MO. jection were not there? 


A DIVISION OF McGRAW ELECTRIC COMPANY 





























